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HINGS moved in 

a most progressive 
direction at the 
Pennsylvania and 
Atlantic Seaboard 
Association Conven- 
tion. All of the news 


of the important 
meeting is chronicled 
in this issue. 


x 


QUT in Wisconsin, 

down in West 
Virginia, the Moun- 
tain States and out in 
Oregon retail dealers 
held conventions of 
more than ordinary 
interest. You'll find 
them reported in 
HARDWARE AGE 
this week. 


THIS is incubator 

and brooder month 
and the sale of these 
two chicken access- 
sories means big pro- 
fits to you. The live 
demonstrations and 
the help to chicken 
raisers are found on 
page 66. 
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H. BIHLER of 
Pittsburgh re- 
cently delivered be- 
fore the Pittsburgh 


club a wonderful 
summary of hard- 
ware business con- 
ditions. It is well 
worth studying, 
therefore you will 
find it on page 68. 


OWITT’S show 

cards are in this 
issue. He has given 
you another style to 
work on and has also 
shot out a few brand 
new ideas that have 
been designed espe- 
cially for HARD- 
WARE AGE,. Page 
70. 
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OO much import- 

ance cannot be 
given to the Markets 
at this time of the 
year. From every 
important hardware 
center comes the 
news direct to 
HARDWARE AGE 
from our own cor- 
respondents. 
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Prepare Now 
for 
Big Summer 
Sales 








It’s time to make up and send in your 
order for screen and storm sash hangers. 
Don’t put it off and lose out on this 
business. 


And take the precaution of ordering Na- 
tional No. 80. The National line assures 
you quick turnover because it is well 
known, well advertised and well liked. 


Our No. 80 Screen and Storm Sash 
Hanger is bought and used extensively 
by home owners and contractors every- 
where. 


The three illustrations show how easy 
it is to apply them. A screw driver is 
the only tool required. 


And a trial order will prove to you how 
easy it is to sellthem. Don’t forget our 
policy of “Direct to Dealer” service. It 
affords you quicker shipments, a lower 
selling price and a larger margin of 
profit. 


Get your order in today. 








National Mfg. Co. 


STERLING, ILL. 
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Banner Convent 


vania and Atla 
Association 


Eastern Dealers 
Meet in Three 


Day Session at 
Philadelphia and 
Exchange Ideas 





ion for Pennsyl- 


ntic Seaboard 


Is Held 


—Many Brilliant 
Speakers Heard 
During Meeting. 
Daniel Rinehart, 
Waynesboro, Pa., 
President. 





HREE _ distinctive 
T characterized the twentieth 

annual convention and exhi- 
bition of the Pennsylvania and At- 
lantic Seaboard Hardware Associa- 
tion held at the Commercial Mu- 
seum, Philadelphia, Feb. 8, 9, 10 
and 11. The first of these was the 
regretable absence of President 





Daniel Rinehart, Waynesboro, Pa., 
newly elected president 





confined to his home at Media, Pa., 
by sickness. The second distinctive 
feature of the convention was the 
unusually high quality and number 
of exhibits. More than four hun- 
dred manufacturers and jobbers 
displayed hardware products of all 
kinds and descriptions and the 
amount of interest manifested by 
dealers was reported to have been 
more than normally gratifying. The 
third feature that stood out as one 
of the high lights of the convention 
was the variety and calibre of the 
entertainments arranged by the en- 
tertainment committee. A _ large 
number of ladies were present at 
the convention and the entertain- 
ments furnished for their benefit de- 
serve the most commendable men- 
tion, 

In the absence of President 
Snowden, Vice-President Daniel 
Rinehart of Waynesboro, Pa., pre- 
sided at the sessions of the conven- 
tion. 

The first gathering of the conven- 
tion members was held in the rose 
room at the Bellevue-Stratford 
Hotel where after an invocation by 
the Rev. Dr. W. B. Anderson and a 
few preliminary remarks by Vice- 
President Rinehart an address of 
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features Henry C. Snowden, Jr., who was welcome was delivered by the Hon. 


J. Hampton Moore, mayor of Phila- 
delphia. E. J. Cattell, Philadel- 
phia’s_ statistician, spoke in a 


humorous vein and the rest of the 
evening was spent in dancing and 
getting acquainted. 

The first official session of the 
opened 


convention was Tuesday 
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morning by Vice-President Rine- 
hart, who read President Snowden’s 
message. Some of the salient 
points of the address were as fol- 
lows: 


President Snowden’s Message 


“One year ago you honored me 
with the presidency of this associa- 
tion, and not till then did I begin 
to realize the responsibility which 
falls upon the incumbent of: this 
office, nor the magnitude of the 
work connected with our associa- 
tion, and I am prepared to believe 
that one must advance through the 
various chairs up to the presidency 
of this association before he can 
become fully acquainted with the 
scope of the association idea. A 
member joining our association does 
so with the view of receiving benefits, 
and he is not disappointed; but these 
benefits bring about a transformation 
in the member who becomes active 
and imbued with the spirit of the 
association, so that he loses him- 
self in the interest of others. Just 
as the captains of industry during 
the war cheerfully gave their valu- 
able services to their country with- 
out any thought of compensation, 
so have the members of the execu- 
tive committee and officers of this 


association cheerfully rendered an 
invaluable service to each _ indi- 
vidual member as well as the entire 
association. As your president I 
want to attest to the unparalleled 
fidelity and fine spirit of co-opera- 
tion shown by every member to 
whom you have entrusted the man- 


Ernest Johannesen, elected vice- 


president 


agement of this organization. 

“Our association has made a 
wonderful record in every phase of 
its work, far beyond our most 
sanguine expectations. We have 
had a healthy growth in member- 
ship, with every prospect of being 
the largest association with respect 
to membership in the United States 
in the very near future.” 

Following the reading of the 
president’s message the secretary, 
Sharon E. Jones, read his annual 
report, part of which follows: 

“At this period of the year per- 
haps 95 per cent of our members 
have just finished their annual in- 
ventory, have closed the past year’s 
business, opened the new year and 
know the results, and whether or 
not the past year has been a profit- 
able one, and our association is not 
different from your business in this 
respect. The fact is that it is a 
part of your business and belongs 
to you and every member, so that 
our Hardware Association is one 
great corporation of nearly 1500 
stockholders. 


Drive for New Members 


“We have secured the services of 
W. G. Pearce, who began work as 
field service secretary the begin- 
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ning of the year in the city of Phila- 
delphia, and at the special request 
of the executive committee he is 
now making a drive more particu- 
larly for new members, because of 
an expressed desire at our last con- 
vention that our association should 
have the largest membership of any 
association at the time of the next 
annual meeting of the National Re- 
tail Hardware Association to be 
held the third week of June, 1921, 
at Louisville, Ky. We are hoping 
to find the second field secretary in 
the near future and are planning 
to launch a sledge-hammer cam- 
paign for new members about 
March 1. We have received 230 
new members since our last con- 
vention without any special effort, 
excepting the campaign for the 
local associations of Philadelphia 
and Baltimore, and a literature by 
mail campaign from our office. We 
have suffered loss of members by 
retirement from business and the 
withdrawal of the Manhattan and 
Bronx Association, which numbered 
55 members, so that to-day our net 
membership in good standing is 
1436. 

“Our annual exhibitions have 
grown to such proportions that one- 


half of our time and effort is spent 
in this feature of our association 
work, and we have been amply re- 
warded, for we have the largest ex- 
hibitions, the best class of exhibi- 
tors, the greatest variety of prod- 
ucts, the most elaborate display of 
wares, the largest daily attendance, 


Charles W. Scarborough, elected 
treasurer 





the greatest number of buyers and 
the biggest volume of business 
transacted on any exhibition floor 
of its kind in existence, so that our 
exhibitions have become nationally 
and internationally known. We 
have exhibits of domestic and for- 
eign-made goods, and we draw buy- 
ers from all parts of the world. It 
is the magnitude of our exhibits 
that makes them valuable from an 
educational standpoint. I wish it 
were possible for every member of 
our association and every hardware 
dealer in this country to see this 
gigantic exposition and brilliant 
display of the marvelous ingenuity 
of tens of thousands of inventors, 
and the production of several thou- 
sand manufacturing concerns,” 

The treasurer, Charles W. Scar- 
borough, reported the favorable 
financial condition of the associa- 
tion which was received with satis- 
faction. 

Glen S. Soule, editor of Harp- 
WARE AGE, then gave a very prac- 
tical and interesting “Talk on 
Salesmanship.” The speaker was 
frequently interrupted by applause 
as he told about some novel feature 
of merchandising drawn from his 
own experiences. Some of the nota- 
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ble parts of Mr. Soule’s talk were 
as follows: 


Gained by Experience 


“I don’t want to pose here as an 
efficiency expert. I never did like 
that word ‘efficiency.’ However, 
there are some things that I want 
to tell you about, and one of them 
is selling. I don’t want to pose as 
an expert salesman, but I merely 
want to talk to you as a man who 
has spent 13 years of his life in the 
retail trade, and for the past seven 
years traveled from one part of this 
country to another, meeting the 
hardware men, talking over their 
problems and other questions, and 
sometimes gaining information 
from them that would have been 
worth a great deal of money to me 
when I was in the business. In the 
past five years I have visited per- 
sonally 4000 retail dealers. Your 
president has said-that selling has 
become a lost art, but I don’t be- 
lieve that. I believe that during 
the past six years men on the road 
and men behind the counters have 
been taught how not to sell mer- 
chandise. 

“The merchandise did get up on 
its hind legs and move out. We 
have come to the turn of the road. 
We have come to the place where 
we must sell as we did in: 1913-14. 
We must learn selling from the 
ground up, and we must make up 
lost time during the past six years, 
1914 to the present time. want 
to tell you that during the time we 
have been learning how not to sell 
the customer and general public 
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have been learning mighty well how 
to buy. The value of a salesman 
lies not in the merchandise he turns 
out on orders, but in the goods he 
actually sells, and for several years 
there has been mighty little real 
honest to goodness selling. 

“A man receives for his day’s 
labor just exactly what some other 
man produces in a day. If he cuts 
down his own production he cuts 
the wages of the other, and when 
they are bread lines they are made 
up of men who work. 

“There is not an occupation in 
the world that is any more honest, 
that is better than the sale of hard- 
ware. We sell articles that last a 
lifetime. There is no reason why 
we cannot walk up and look any 
man or woman squarely in the face 
and tell the truth.” 

Following Mr. Soule’s talk J. H. 
Kennedy, editor of the Hardware 
Dealers Magazine, made a_ short 
talk in which he predicted that 1921 
would be a year of prosperity and 
solid business. 

A resolution of sympathy for 
speedy recovery from his sickness 
was unanimously voted to be sent 
President Snowden. 


The Tuesday Evening Entertainment 


Tuesday evening the Philadel- 
phia Hardware Association and the 
Retail Hardware Association of 
Philadelphia, comprising a mem- 
bership of nearly 1000, rendered an 
entertainment for the members of 
the convention and their guests. 

On Wednesday morning Mr. Soule 
had charge of the Question Box and 
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the discussions embraced many top- 
ics regarding loyalty of the salesmen 
to the employer. Mr. Murray, Mr, 
Sprowls and many others partici- 
pated in the discussions, 

Chairman Rinehart introduced Mr, 
Felton of Felton, Sibley & Co., who 
spoke on “Save the Surface and You 
Save All” Campaign. He said in 
part: 

“This campaign,” said Mr. Felton, 
“consists of full page ‘ads’ in five of 
our most widely circulated national 
magazines, such as Literary Digest, 
Saturday Evening Post, American 
Magazine, Colliers and the Farm 
Journal, and these journals reach 
these American homes regularly, 
The campaign is a co-operative one, 
financed largely by manufacturers of 
paint and varnish, of whom about 
300 are participating. This cam- 
paign has been in operation about 
two years, during which time we 
have spent one third of a million dol- 
lars, and as the campaign goes on no 
doubt many more millions will be 
spent. It is a campaign which is en- 
tirely impersonal and impartial. The 
advertisement does not mention any 
special kind of varnish or any spe- 
cial method of application. It is sim- 
ply to drive home to the consumer 
the necessity of periodical painting. 
No doubt within the last two years 
you have noticed with satisfaction 
the increased demand for these prod- 
ucts, and the increased demand of 
the buyer, who is coming rapidly to 
see that an investment for paint is 
not only to beautify, but more also 
to protect and preserve his property. 


“Can’t Afford to Paint” 


“A man may say, ‘I cannot afford 
to paint this year.’ The answer is, 
‘you cannot afford not to paint.’ You 
can readily see that every year it 
costs us ten times more not to paint 
than to paint. 


“Our headquarters are at the 
Bourse, Philadelphia. We have all 
kinds of advertising supplies on 


hand for your use. You can have 
small cuts for advertising, stickers, 
streamers, posters, etc., and various 
other things which Mr. Cousins will 
speak about very shortly.” 

Mr. Cousins, of Felton, Sibley & 
Co., also spoke on this subject and 
the following points were brought 
out by him: 

“First, what is the opportunity in 
paint and varnish for gentlemen as 
hardware dealers? Many of you 
have been in business for a long 
time and have very definite notions 
on the subject. Two or three things 
have come to our attention recently. 
There is no line in your store that 
affords you the opportunity that 
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paint and varnish afford you. If you 
take issue with it, possibly you will 
put it in the question box for to- 
morrow. The question whether there 
is a greater opportunity in other 
lines than in paint and varnish. 
Now, what is the opportunity? All 
of us have eyes. We all see the con- 
dition of property in our community, 
and it doesn’t take a very bright eye 
to see that the condition of property 
is such that paint and varnish can 
be sold easier than many other things 
we handle. In the city or town of 
Bethlehem, a town of 20,000 popula- 
tion, a crew of men went in there 
and found that there had not been an 
annual sale of paint in that commun- 
ity in excess of $15,000 in preceding 
years. They made a survey of the 
condition of property, and the net 
result of the investigation was that 
there is a potential market of over 
$60,000 in that district. 

“What is the solution? The solu- 
tion is first in demand and the sec- 
ond is salesmanship. The big na- 
tional campaign which you have all 
heard about under the slogan “Save 
the surface and you save all,” is not 
a selfish propostion to the consumer. 
He does not get the impression we 
are trying to sell him a special brand. 
Neglect the service and you lose what 
you have. 

“Gentlemen, there is no such thing 
as economy in painting. The big, 
vast majority of people do not ap- 
preciate your point. The educational 
work is started in the big national 
magazines. It will break down the 
resistance, but the selling must be 
done by men like Mr. Sprowls. 
Without you going out and following 
up this educational work the cam- 
paign will not be entirely justifiable, 
and you will not profit by it as you 
might.” 

S. R. Miles was introduced by 
Chairman Rinehart and spoke upon 
the importance of the hardware mer- 
chant in his own community. He 
stated that each dealer was a power- 
ful influence in his own town and 
then ended his speech by a diagram 
talk on the various branches of work 
in the hardware store. 


Suggestions for Improvement 


George B. Sprowls rendered the 
report of the Suggestion Committee. 
This report advocated more time be- 
ing spent on the question boxes, buy- 
ing goods from exhibitors rather 
than manufacturers and jobbers who 
do not attend the convention, en- 
couraging members to stay the’entire 
time at the convention instead of at- 
tending only a part of the sessions, 
watching legislation, both state and 
national, combating the evil of news- 
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View at Broad and Chestnut Streets 


paper cartoons that lampoon the mid- 
dleman, sending out questionnaires 
to members asking for suggestions 
for improving the conventions, and 
several other very important mat- 
ters. 

Every afternoon the exhibition 
hall was crowded by visitors and it 
was reported that a good deal more 
buying interest was manifested 
than has been observable at many 
of the conventions that have been 
held so far this year. The attrac- 
tiveness of the booths and the num- 
ber of exhibitors this year was 
greater and more interesting than 
ever before. The Supplee-Biddle 
Hardware Co. aisle was again one 
of the most marked points of inter- 
est because of the wide variety of 
goods on display and the distinc- 
tive and novel methods employed 
for attracting interest. 


Colonel Popper’s Address 


Thursday morning was devoted to 
addresses and the Question Box. 
Colonel Sheldon Popper, president 
of the Sheldon Trust Co., Philadel- 
phia, delivered an address on finan- 
cial conditions. In the course of 
his remarks he said: One of the 
great troubles to-day is that we are 
all thinking about our own per- 
sonal problems, and he declared 
that one of the greatest dangers of 
to-day is legislation that affects and 
cramps the problems of the indi- 
vidual. These are abnormal times, 
he said, but normal times are com- 
ing. The world must be set in 
order to go about its business in 
peace. There is no prohibition in 


the hardware trade that cannot be 
remedied, he asserted. There is a 
vital need for a revival of building, 
but wages must either come down 
or production be increased. He told 
members of the convention that 
they would never amount to any- 
thing as business men until they 
appreciate the value of publicity. 
Legislation, he said, doesn’t make 
men good or bad. He also stated 
that money is coming down, and 
that there is plenty of money for 
every legitimate purpose. He de- 
clared that despite the drain on 
them, receipts of the Federal Re- 
serve Bank have increased 6 per 
cent. He sajd that money is going 
to be easier for merchants to get, 
and that business is coming back 
into its own. 

F. B. Boyce, director of the Na- 
tional Retail Hardware.Association, 
spoke on “Excess Profits.” His talk 
took the form of a dialogue between 
himself and Vice-President Rine- 
hart, illustrating the value of ser- 
vices rendered to the individual 
dealer by his association. 

A telegram was received from W. 
P. Lewis, former secretary, who is 
sick at Atlantic City. A resolution 
of sympathy was wired to him and 
flowers were sent by the associa- 
tion. 

Some Excellent Questions 


Some of the questions brought out 
by the Question Box were as fol- 
lows: 

What is the opinion of the asso- 
ciation on mercantile tax? 

Mr. Heckler declared it is an im- 
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position on merchants. Mr. Shaef- 
fer told of efforts of merchants in 
Pennsylvania to repeal the tax. He 
declared the tax is merely keeping 
together a political machine, and 
‘urged merchants to work for its re- 
peal, 

Should manufacturers furnish 
merchants with show cards of stan- 
dard sipes to fit into standard back- 
ground? Opinion was dividéd. 

Does it pay to sell nationally ad- 
vertised goods? 

Mr. Heckler—Nationally adver- 
tised goods will not move from the 
store any faster than other goods 
unless you get behind them. 

Mr. Sproul—I prefer goods not 
nationally advertised. A good mer- 
chant can sell any good line, and I 
believe in getting exclusive lines. 

Mr. Goodfellow cited a certain 
razor as an example, and declared 
that the man behind the counter 
sells the goods. The general con- 
sensus of opinion did not seem en- 
thusiastic toward nationally adver- 
tised goods. 

Bob Murray said that he takes 
lines that he carries and makes 
them better known in his commun- 
ity than nationally advertised 
goods. Mr. Murray also said that 
more time should be spent on ad- 
vertising than on buying or selling. 
He buys a quarter page in country 
papers and runs them as Murray’s 
paper. He spends about 1 per cent 
of total sales for advertising. This 
is due to large gross sales because 
advertising rates are lower than in 
the city, it was pointed out. 

What about toys in the hardware 
store twelve months in a year? 

Twenty per cent of the dealers 
present said that they carried toys. 
Four or five dealers all spoke favor- 
ably regarding toys, and declared 
that toys build trade. 

Thursday afternoon a_ theatre 
party was given to the ladies and 
guests by the manufacturers and 
jobbers of Philadelphia. 
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Thursday evening the association 
ball was held at the ballroom of the 
Bellevue-Stratford. It was attended 





Secretary Sharon E. Jones, who was 
largely responsible for the success of 
this year’s convention 


by an unsually large number of 
members with their guests. 


Several Pertinent Questions 


The Friday morning session 
started off with the Question Box, 
Secretary Jones in charge. The first 
question was: “Does persistent di- 
rect mail advertising pay?” J. M. 
Kohlmeier, New York, related his ex- 
perience in selling appliances for 
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burglary protection, using the pres- 
ent crime wave as a basis for his ad- 
vertising. Mr. Romaine, Hacken- 
sack, N. J., told of writing personal 
letters to his trade embodying indi- 
viduality and human touch. The con- 
sensus of opinion seemed to be that 
such advertising does pay well. 

Other questions discussed were: 
“Why is a gross sales tax undesir- 
able?” “Should the manufacturer 
put his name on all parts of machines 
made by him so that replacement on 
all parts may be ordered easily? Is 
the customary handshake of every 
new salesman repulsive?” On the 
question Secretary Jones voiced the 
sentiment of the delegates when he 
said: “Shake hands heartily with 
every salesman. Give him a whole 
handful.” There was also a general 
discussion on wage declines, and the 
hope was expressed that the trade 
would never get back to the wages of 
pre-war times. 

At the close of the Question Box 
session Mr. Semple of the Simmons 
Hardware Co., on behalf of the Phila- 
delphia Hardware Merchants and 
Manufacturers’ Association, extended 
an invitation to the delegates to hold 
their convention in Philadelphia 
again next year. 

Secretary Sharon Jones was next 
on the program with a very interest- 
ing talk on what he termed “Our best 
investment,” meaning the hardware 
association. He told of the organiza- 
tion of the National Association, of 
its growth and the things it stands 
for, and urged dealers to make the 
Association work a part of their busi- 
ness. In referring to the early diffi- 
culties met in Association work Mr. 
Jones paid high tribute to HARDWARE 
AGE, which he declared had always 
oeen a friend to the organization, 
and always would be. He also spoke 
feelingly with regard to Secretary W. 
P. Lewis, praising him for his con- 
servatism in matters of mutual in- 
surance. As to the value of Hard- 

(Continued on page 90) 
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Wisconsin Ready for the Coming Year 
Hardware Men of the Badger State Show Won- 


derful Spirit at Annual Convention and Predict 
Success for 1921—Louis Hirsig Elected President 


\ ELEBRATING the twenty-fifth 
CC anniversary, Wisconsin’s suc- 
cessful retail hardware deal- 
ers’ association enjoyed a genuine 
Silver Jubilee for the 1921 annual 
get-together. The three days, Feb. 
2,3 and 4, were crowded from dawn 
to darkness with practical, educa- 
tional, interesting sessions and ex- 
hibits. And after darkness—well, 
there was real Badger hospitality 
and happiness for all. 
Financially, in members and in 
enthusiasm the Wisconsin organi- 
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Louis Hirsig, Madison, Wis., who 
was elected president 


zation never stacked so high as it 
does now. It expects and plans big 
things in 1921. Members showed 
a welcome departure from fear and 
gloom in their question-box discus- 
sions, some Badgers reporting Jan- 
uary sales in excess of January, 
1920. Other expressions were that 


business would be _ increasingly 
good each succeeding month, this 
year. 


President A. C. Mason, Chippewa 
Falls, said in his welcoming ad- 
dress: 

“Nineteen hundred twenty has 
passed. Nothing can now be added 
or subtracted from your accom- 
plishments during that period. The 
foundation of our business super- 
structure rests upon the attitude of 


the people and the condition of 
their mind. If we have faith in the 
manufacturers and the people have 
faith in us, and if the people have 
faith in their ownselves, then all is 
well. 

“It is up to you gentlemen to 
preach the gospel of cheerfulness, 
to inculcate faith in others by hav- 
ing faith in yourself and to let your 
aspect always radiate confidence. 
Let others know that you are justly 
thankful that you live in a land 
which, to-day, bears the rare dis- 
tinction of the most sound financial- 
ly, industrially and politically of 
any country or nation in the world.” 

“Is there any occasion to paint 
the future dark?” asked President 
Mason. “No,” he answered, “unless 
it is through ignorance or intent.” 

Referring to the important ques- 
tion of what the farmer will do in 
buying hardware, Mr. Mason said: 
“The prices of the things the farmer 
wants to buy must come down to 
correspond with what he has to sell. 
That is fair. That is necessary. 
We need not fear that the farmer is 
going to stop buying.” 

J. M. Campbell Speaks 

Former National President J. M. 
Campbell, Bowling Green, Mo., gave 
a two-barreled talk at the opening 
session. He, under the subject of 
“Excess Profits,” told of the serv- 
ices and aids of the national asso- 
ciation, and then he gave a portion 
of his address on “Intensive Mer- 
chandising.” Some of the points 
on which he offered helpful sugges- 
tions were: Store Management; 
Store Spirit; Community Service, 
Team Work and Cash and Credit. 

“How does your store stand in 
your community?” he asked. “When 
people think of hardware do they 
think of you? You have no right to 
exist unless you render a service. 
You cannot expect to grow unless 
you help others to grow.” 


Practical sales demonstrations 
‘re interesting features of the af- 
ternoon sessions. Clyde Heirs, 


salesman in the Shlafer store, Ap- 
pleton, acted as the salesman and 
Assistant Secretary Christianson 
acted as the catalogue house cus- 
tomer in a well-handled sale of a 
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bill of paint. Mr. Heirs brought out 
the superiorities of a well-mixed, 
pure material paint and showed 
how a standard house paint at $4.50 
a gallon was far superior to the 
“loaded” and chalky paints often 
sold by competitors with whom 
price is of more importance than 
quality and wear. The feature was 
intensely helpful and practical. A. 
J. Neilsen, a retail dealer at Eau 
Claire, acted as salesman of a 
range to C. R. Miles, field secretary 





A. C. Mason, Chippewa Falls, Wis., 
retiring president 


of the N.R. H. A. Mr. Miles proved 
to be tougher than tough as a cus- 
tomer and very persistent in know- 
ing what the price was before the 
salesman had a chance to explain 
the qualities of the range. But 
finally he was forced to buy be- 
cause the salesman showed that the 
range was worth all it cost and was 
sold on a positive satisfaction or 
money-back basis. 

Knotty questions relative to fed- 
eral income taxes were cleared up 
by Prof. F. H. Elwell of the Uni- 
versity of Wisconsin. 

The amusement features of the 
convention were excellent. Miss 
Lois G. James, who sang solos and 
put spirit into the crowd in com- 
munity singing, helped to get each 
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meeting away to a good start. “On 
Wisconsin” was sung with a state 
pride and gusto that was contag- 
ious. On Wednesday night the en- 
tire association and guests were 
entertained by the jobbers and dis- 
tributors of Milwaukee at a pleas- 
ing vaudeville show at the Majes- 
tic. 

“Business in the Reconstruction 
and Readjustment Period,” by Nor- 
man H. Johnson, a large wholesale 
dry goods jobber of Richmond, Va., 
was an interesting example of ora- 
tory, but Mr. Johnson’s compari- 
sons between hardware prices and 
tendencies and textile markets was 
thought, by many, to be amiss. The 
speaker evidently did not know that 
hardware prices never had the in- 
flation of textile mark-ups, and so 
his urging that hardware prices had 





Miss Lois Georgiana James, Mil- 
waukee, who led the singing 


to decline as textiles have already 

declined, was aside the point. His 

urging of a higher standard of busi- 

ness ethics and references to the 

Bible as ‘the greatest work on busi- 
. hess conduct ever written’ drew ap- 

plause. 

Mr. Gorby’s Talk 


Of outstanding interest and help- 
fulness was the address of Capt. 
John W. Gorby, Cyclone Fence Co., 
Waukegan, on “The Hardware 
Highway of Success.” Mr. Gorby 
departed widely from his manu- 
script to answer the note of pes- 
simism which Mr. Johnson had in- 
troduced into the convention. 
“There are ten big, fundamental, 
sound reasons why this country can 
have nothing but prosperity,” said 
the captain. Some of the factors 
which assure good times were: 
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“Eighty per cent of the original 
purchasers of Liberty Bonds still 
own them. 

“The billion dollar Belgium bond 
issue was absorbed, a few days ago, 
in less than an hour’s time. 

“The Volstead law has released 
$3,000,000,000 annually for buying 
hardware, shoes and other com- 
modities. 

“We have a banking law that 
makes panics out of the question. 
No set of men or no set of condi- 
tions is apt to plunge us into big 
financial crashes, since the federal 
reserve banking system is in effect. 

“National advertising has equal- 
ized national distribution so that 
business is. good for everyone some- 
where in the United States. If bus- 
iness is bad in a line in one section 
of the country it is fair in another 
and good in another. National stop- 
page of business is not likely be- 
cause some parts of our great land 
are always prosperous. 

“One mile of every two miles of 
railroad in the world is in the U. S. 
One dollar of every three dollars of 
wealth in the world is in this coun- 
try. 

“The thrift of England, France 
and Italy assures their big loans 
being repaid, although over a long 
period,” said the speaker. 


The New Officers 


New officers chosen, unanimously, 
are: 

President, Louis Hirsig, Madison. 

Vice-president, L. C. Peck, Berlin. 

Executive Committee, W. T. Still- 
man, Oshkosh, and G, W. Schroeder, 
Eau Claire. 

Delegates to the National Con- 
vention: President Hirsig, Secre- 
tary P. I. Jacobs and L. C. Peck. 

Mr. Jacobs is not only continued 
in his position as secretary and ex- 
ecutive manager of the Wisconsin 
association, but was subject to 
praise and commendation at the ses- 
sions and throughout the meeting 
wherever his fine work was men- 
tioned. It is recognized that the 
Wisconsin association is one of the 
largest as well as best organized in 
the union and other state officers 
frequently go to the secretary’s of: 
fice at Stevens Point to get ideas, 
plans and methods to use in their 
state work. The handling of the 
exhibits and the entire arrange- 
ments of the convention showed a 
perfected organization which made 
for an absence of “fuss” and diffi- 
culties and assured a genuinely 
good exhibit and show. 

The new president, Louis Hirsig, 
gave as his message in accepting the 
office: 
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“We are going to meet our prob- 
lems and solve them. We are bound 
to win because we have enthusiasm, 
knowledge and the will and the con- 
sumer has the capital to buy goods.” 

Buying at the Milwaukee show 
has always been pleasing to exhib- 
itors and it was no exception this 
year. One dealer won the black 
handbag (prize with forty orders 
and the second honors fell to the 
buyer of thirty-five bills of goods. 
- All booths booked a good run of 
orders and several reported making 
more sales than they anticipated 
There were nearly 200 exhibits, all 
of them interesting and many of 
them unusual and elaborate. Toys 
were represented as well as a large 
showing of washing machines, 
aluminum ware, glass ware, cutlery, 
tools, builders’ hardware, etc. In 
fact, practically all lines handled in 
hardware stores were represented 
and all lines had satisfactory sales 
and numerous favorable inquiries. 


Insurance Reports 


President O. P. Schlafer, of the 
Mutual Fire Insurance Co. and also 
of the Casualty Co., made pleasing 
reports. In the fire insurance com- 
pany business has grown from $35,- 
000,000 in 1919 to $60,000,000, at 
risk, in 1920, the gain of $25,000,000 
coverage being the largest gain, by 
far, ever made. 

The increase alone is equal to the 
entire volume secured during the 
first fifteen years of the company’s 
existence. 

Plans for a new building are un- 
der consideration, President Schla- 
fer, Director Jones and Secretary 
Jacobs being the committee, and 
their report was that it is hoped the 
building will be ready soon. 





A. J. Jacobs, re-elected secretary 

















West Virginia Hears Sales Talks 


Hardware Men in Convention Listen to Many Speeches 
on Salesmanship— Question Box Brings Forth Many 
Excellent Discussions on Business Conditions 


vention held in the United 

States this season than the 
one which closed in Huntington, 
W. Va., Feb. 3, after three days of 
excellent sessions. 

This statement is carefully con- 
sidered. There will be larger at- 
tendances for there are states with 
larger memberships, but there will 
not be greater interest or more 
benefits obtained by those in at- 
tendance. There will be more elab- 
orate exhibits but none more at- 
tractive and interesting than the 
sixty displays which filled Vanity 
Fair auditorium. 

West Virginia has set a new high 
mark of accomplishment that will 
go far to increase the interest of 
hardware dealers in that state in 
their organization. 

Secretary Carson’s program was 
particularly strong. Almost every 
speaker was a headliner. Question 
box sessions were given a promi- 
nent place in the program and not 
a single one lagged for a minute 
under the various leaders assigned 
to the work of directing them. 

On the first day Captain John W. 
Gorby of the Cyclone Fence Com- 
pany delivered a very instructive 
address, “The Ten Commandments 
of Business.” 

Captain Gorby prefaced his ad- 


sh HERE will be no better con- 





Walter B. Wilson, Clarksburg, 
W. Va, re-elected president 


dress by giving a number of per- 
tinent reasons why the dealer 
should be optimistic now over busi- 
ness conditions. He said, in part, 
this condition should exist because: 
“The Federal Reserve system 
gives an elastic banking system 
which replaces the old rigid sys- 
tem. Eighty per cent of the Lib- 
erty Bonds are still in the hands of 
the original purchasers. The re- 
lease by prohibition of $3,000,000,- 
000 which will be used in progres- 
sive enterprises. The total wealth 
of the nation—approximately $250,- 
000,000,000. The new merchant ma- 
rine, which carries 45 per cent of 
our foreign trade as compared with 
7 per cent before the war. The fact 
that we are a credit nation, owing 
Europe before the war, whereas 
European countries now owe us 
$7.000,000,000. The great shortage 
of houses which will require at 
least a million new dwellings.” 


Ten Commandments of Business 


Success will come to the mer- 
chant, said the speaker, who will 
follow the ten commandments of 
business, which are: 

“1. Have an ideal. You shall 
have one aim before you day and 
night—to be the best hardware 
dealer in your town, render the 
best service to your customers, to 
prosper richly because you deserve 
it. 

“2. Have a_ cheerful environ- 
ment. Your store shall be neat, 
wholesome and cheerful to, women, 
men, boys and girls so that they 
will like to come and partake of 
your unfailing courtesy. 

“3. Have a constructive imagina- 
tion—you shall cultivate foresight 
and prudence in anticipating com- 
munity needs. 

“4, A little child shall lead them 
—you shall cultivate by all means 
possible the friendship of children, 
knowing how soon they become men 
and women and how indelible are 
the impressions of childhood. 

“5. Make your windows work— 
you shall make your windows so at- 
tractive and so compelling in their 
drawing power that men and wom- 
en from afar will come to see and 
buy your goods. 

“6. Know your 
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territory—you 


should study your field as the gen- 
eral studies his map so that the 
characteristics and desires in every 
community may be appreciated and 
the desires anticipated with the 
most up-to-date merchandise. 

“7. Know your goods—you shall 
know your goods from the smallest 





Homer Hawker, Shinnston, W. Va., 
elected second vice-president 


nail to the largest tractor, so that 
your counsel will be sought by cus- 
tomers as authority. 

“8. Attend conventions — you 
shall attend your group and state 
conventions seeking new, particu- 
lar and practical ideas which are 
the life blood of your business. 

“9. Read your trade papers. 

“10. Make a host of Friends.” 

Wednesday morning E. G, Weir, 
of the P. D. Beckwith Estate, Dowa- 
gaic, Mich., delivered a lecture on 
salesmanship, following a question 
box discussion of Mutual Insurance 
‘od by George M. Gray of Coshoc- 
ton, Ohio. 

Using a simple chart which 
showed that all appeals to a cus- 
tomer must be made either through 
the feeling or the reasoning mind, 
Mr. Weir made the fundamentals of 
efficient selling so clear that no one 
could fail to grasp them. 

“The average salesman trying to 
sell high grade merchandise forces 
the customer to ask the price early 
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in the demonstration when the very 
thing the salesman wishes to avoid 
at that time is the question of 
price,” said Mr. Weir. 

“He does not understand why the 
customer asks the prices, yet it is 
very simple when you analyze it. 
Suppose the salesman is trying to 
sell a heating plant. He says to the 
customer. ‘Our plant is made of 
the finest quality iron. It weighs 
eighteen hundred pounds. It is 
fitted by experts.’ The customer 
says ‘How much is it?’ Why? Be- 
cause the salesman has forced him 
to.” 

The customer can only fix values 
from his memory of a comparative 
value. When the salesman says the 
plant weighs 1800 pounds it prob- 
ably reminds the prospect that he 
recently paid about twenty cents a 
pound for some repair. Uncon- 
sciously his mind multiplies 1800 
pounds by twenty cents. The sales- 
man says it is made of the finest ma- 
terial. Up goes the value in the cus- 
tomer’s mind. The salesman says 
it is fitted by experts. Experts 
draw fancy salaries. Up goes the 
valuation again and the customer 
has nothing in the halls of memory 
to guide him as to the total value so 
he naturally says ‘How much is 
nt ici 

The speaker then showed how 
through the appeal to pride or con 
venience or love of family the sales- 
man may make a sales talk that 
will cause the prospect to discard 
the question of intrinsic value and 
purchase the article. 


Secretary’s Report Shows Excellent 
Progress 


Reports of Secretary Carson and 
President Wilson showed the re- 
markable progress which the asso- 
ciation has made since Secretary 
Carson became connected with the 
organization in August. 

Mr. Carson showed an increase 
of 60 per cent in membership from 
August to January 1. His report 
as treasurer was in the form of an 
auditor’s report from a firm of cer- 
tified public accountants and 
showed a very substantial increase 
in the available cash of the or- 
ganization. 

The optimism of West Virginia’s 
hardware dealers was clearly re- 
flected in the address of the presi- 
dent. Speaking of business condi- 
tions, he said: 

“Business in the United States 
is slowly but surely heading back 
to a normal basis. It is only 
natural that it should be so. 

“It has taken approximately six 
years to build up prices to their 
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present levels, therefore sober rea- 
soning is that they cannot be 
brought down in a night, a month 
or even a year. All indications 
point to a long, slow journey. 

“What will the year 1921 bring 
forth? For any one man to answer 
that question he would surely have 
to be a prophet. Without becoming 
too optimistic, I believe that most 
dealers are not overstocked, conse- 
quently I feel a buying movement 
will develop in the early spring. 
Even though this develops, I feel 
you business men have learned the 
value of conservatism and will not 
overload your stocks, in view of de- 
creasing prices. 

“Summing up, I feel that during 
the first few months business will 
be rather slow, but look for a 
steady increase through the year 
and predict that we will all enjoy a 

















‘ 
James B. Carson, secretary 


large volume of business during 
1921.” __ 

In closing his remarks, Mr. Wil- 
son urged dealers to give more at- 
tention to their show windows. 
Some merchants make their win- 
dows earn as high as 60 per cent of 
the store rent, he said. 

“Recently, five hundred mer- 
chants were asked, ‘What’ plan of 
advertising would you. retain in 
case you were forced to choose one 
method and give up all others?’ 
More than 95 per cent of the an- 
swers received favored window 
displays.” 

Pertinent Questions in Question Box 
Sessions 


The subject of “Credits” handled 
in a question box session under the 
leadership of J. L. Hall, Fairmont, 
brought out some very interesting 
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informaticn on the extension of 
ciedit, accounting methods and 
iaeans of collecting bad accounts. 

W. H. Pirrung of Williamson led 
a discussion on the sale of electric 
appliances in the hardware store. 
This was full of meat to every one 
interested in the line. They 
learned that one firm sold more 
than sixteen million dollars’ worth 
of electrical appliances through 
hardware stores in 1920. 

Dealers were shown how to figure 
the cost of operating appliances, 
how to detect the misuse of appli- 
ances by consumers, and learned of 
lines that can be added to hardware 
stocks to advantage. 

At the closing session C. J. 
Richardson of Marlington, assisted 
by G. H. Mead of Huntington, con- 
ducted a very interesting discus- 
sion of sporting goods in the hard- 
ware store. 

Mr. Mead handled the technical 
end of the question and gave much 
valuable information on tackle and 
guns, 

Mr. Richardson delivered an ad- 
dress dealing with the sentiment 
connected with the sale and owner- 
ship of articles in the sporting 
goods line. Using many personal 
experiences, he showed how close 
sporting goods atricles are to the 
buyer and what a great responsi- 
bility for selling the proper quality 
rests upon the hardware dealer. 

His address was properly one of 
the features of the convention and 
no man could hear him without re- 
ceiving an inspiration that will en- 
able him to sell more and better 
sporting goods. 

That closing session was _ re- 
markable in many respects. It was 
one of those close-fellowship meet- 
ings in which every man feels the 
spirit of association work and goes 
home to do more for the success of 
his organization. 

An incident in connection with 
the election of officers showed this 
and also showed the caliber of men 
who are pushing the West Virginia 
Association toward the front of the 
hardware organizations. 

The nominating committee wisely 
decided that the present officers, 
who with Secretary Carson, are 
just getting the work under good 
headway, should continue in office 
for another term. 

After they had been elected ©. 
M. Love of Huntington, who has 
been one of the most tireless work- 
ers in the organization, and who 
had been re-elected as a director, 
tendered his resignation because 
two members of the board are from 
his section of the State and he felt 
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that there should be some oné from 
the eastern part. 

He made his point so clear that 
the resignation was accepted with 
regret. E. R. Showers, Elm Grove, 
was elected to fill the vacancy. 


The Officers Elected 


The officers are as_ follows: 
President, Walter B. Wilson, 
Clarksburg; first vice-president, T. 
E. Bibb, Beckley; second vice-presi- 
dent, Homer Hawker, Shinnstown; 
secretary-treasurer, James B. Car- 
son; executive committee, E. R. 
Showers, Elm Grove; J. L. Hall, 
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Fairmont; W. H. Pirrung, William- 
son. 

The convention adopted a reso- 
lution of thanks to the speakers and 
a resolution urging the repeal of 
the tax on sporting goods, charging 
that it is unfair that the boy who 
buys a baseball should be required 
to pay twice as much tax as the 
millionaire who buys diamonds or 
other jewelry. 

Rivers Peterson, editor of Na- 
tional Hardware Bulletin, spoke at 
the Thursday morning session on 
“Excess Profits” as applied to as- 
sociation benefits. 


Ludlow Addresses Mountain 
States Association Members 


Delegates from Three Southwestern States Hold 
Lively Sessions at Denver—E. H. Holmes Elected 
New President—H.I.P. Club Furnish Entertainment 


NTHUSIASM ran high at the 
E nineteenth annual convention 

of the Mountain States Hard- 
ware and Implement Association 
held at Denver, Col., Jan. 25, 26 
and 27, and the attendance at all 
of the sessions was such that lively 
question boxes were the order of 
most of the meetings. E. H. Holmes, 
Casper, Wyo., was elected president 
to succeed Chas. H. Wohrer of Des 
Moines, N. M. The other officers 
elected are as follows: Vice-presi- 
dent, for Colorado, L. B. Wallace, 
Monte Vista, Col.; for New Mexico, 
W. M. Raabe, Albuquerque, N. M.; 
for Wyoming, W. C. Frell, Powell, 
Wyo.; Secretary-Treasurer, W. W. 





Charles H. Wohrer, Des Moines, 
N. M., retiring president 


McAllister, Boulder, Col. Execu- 
tive Committee: L. B. Wallace, 
Monte Vista, Col.; George Morhart, 
Fowler, Col.; J. A. Ferguson, Love- 
land, Col.; E. Atliviack, Denver, 
Col.; W. M. Raabe, Albuquerque, 
N. M., and W. C. Frell, Powell, Wyo. 

All sessions were held at the 
Brown Palace Hotel, and after the 
registration of the guests and mem- 
bers on Tuesday morning a gen- 
eral reception was held so that all 
those attending could get ac- 
quainted with their fellow mem- 
bers. In the afternoon the first 
business session was called by 
President Wohrer, followed by the 
singing of America and the Invoca- 
tion by Rev. Hornbeck. Governor 
O. H. Goup delivered an address of 
welcome and A. C. Foster gave a 
very interesting talk on “The Hard- 
ware and Implement Dealer and His 
Banker.” The president’s annual 
address followed this. 

In the evening the H. I. P. Club, 
an association formed to provide 
entertainment to the association 
members, held an open house and 
a general good time was enjoyed. 


“Excess Profits” Discussed 


President Matthias Ludlow of the 
National Retail Hardware Associa- 
tion delivered an address on the 
topic, “Excess Profits,” Wednesday 
morning, and it was enthusiastical- 
ly received by the association 
members. L. T. Minehart also de- 
livered a most comprehensive ad- 
dress on “Co-operating Features of 
the National Paint Organizations.” 
The question box, with E. H. Holmes 
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in charge, occupied the remainder 
of the session. 

H. J. Hodge, secretary of the 
Western Implement Federation, 
spoke at the opening of the after- 
noon session on “Conditions Con- 
fronting Dealers,” and the report 
from the delegates attending the 
National Retail Hardware Associa- 
tion was received. A. L. Branson 
had charge of the question box at 
the afternoon session. 

Secretary C. I. Buxton of the 
Minnesota Implement Mutual Fire 
Insurance Company spoke at the 
Thursday morning session on “Mu- 
tual Insurance” and his subject was 
one that interested all those pres- 


ent. President of the Colorado 
State Agricultural College also 
spoke. His subject was “Farm Bu- 
reaus.” George Morhart took 


charge of the question box. 
Friday morning the election of 
officers was held. 





E. H. Holmes, Casper, Wyo., elected 
president 


Much of the credit for the sut- 
cess of the convention is due to the 
H. I. P. Club, which was continualiy 
busy providing good times to both 
the association members and to the 
ladies that were present. Automo- 
bile rides, teas, dances, dinners and 
general entertainment were pro- 
vided by this organization. 

The officers of the H. I. P. Club 
for the coming year are: Presi- 
dent, R. L. Sare; first vice-presi- 
dent, H. M. Barton; second vice- 
president, H. L. Warner; secretary- 
treasurer, Alex. S. Smith; directors, 
G. H. Waite, H. S. Tyler, B. E. 
Blunden, G. C. Marsh and O. D. 
Lemert, 
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Oregon Has Excellent Question Box 


Many Extremely Vital Topics Discussed at Sessions 
Held in Portland by Oregon Hardware Men—Jameson 


Re-elected President— Association Is 


HE Imperial Hotel at Port- 
land, Ore., was the scene of 

.. the fifteenth annual conven- 
tion of the Oregon Retail Hardware 
and Implement Association held 
Jan. 25, 26, 27 and 28. Every ses- 
sion was well attended, it is report- 
ed, and the members of the associa- 
tion were treated to several fine 
speeches and much entertainment 
during the days that the sessions 
were in progress. The Question 
Box was one of the features that 
made the convention well worth at- 
tending, and those people who had 





Seer _] 
A. L. Jameson, McMinnville, Ore., 
re-elected president 


come from the other end of the 
State felt that this feature alone 
well repaid them for the effort and 
time that they had spent. 

The following officers were elect- 
ed: President, A. L. Jameson, 
McMinnville; vice-president, H. C. 
Baldridge, Parma, Idaho; secre- 
tary, E. E. Lucas, Spokane, Wash. ; 
executive committee, George Hyatt, 
chairman, Emil Peil, J. G. Bennett, 
F. M. Sexton, E. P. Lewis, Will M. 
Baldwin, Robert Ivie, A. C. Hub- 
bard and G. W. Griffin. 

Herbert P. Sheets, secretary of 
the National Retail Hardware As- 
sociation, gave a demonstration of 
the work that he is doing at the 
Tuesday afternoon session. He was 
assisted by President Jameson, who 
acted as a prospective customer 
and Sheets as the salesman. 


Optimistic 


W. B. Gleason, manager of the 
Oregon, Moline Plow Co., was also 
a speaker at this session. The 
Question Box was in charge of W. 
A. Huddleson, a past president, and 
some of the questions were: “What 
are some methods that we may in- 
troduce to reduce operating ex- 
penses?”; “In making comparisons, 
with what year are we going to 
compare 1920?” 

Wednesday morning, John R. 
Whitaker, professor of Salesman- 
ship, delivered an address on “Con- 
ducting Present Day Business.” 
This was followed by an interesting 
talk on “The Trained Business 
Man,” delivered by E. C. Robbins of 
the School of Commerce. 


Dr. Hindley Speaks 


Wednesday afternoon, Dr. W. J. 
Hindley of Spokane, Wash., an edu- 
cational director of the Washington 
State Retailers Association, deliv- 
ered an address on “The Modern 
Story of Tubal-Cain.” This is the 
third convention that Dr. Hindley 
has attended in Oregon, and he is 
regarded as a highly inspirational 
speaker. In the question box ses- 
sion the following questions were 
discussed: “What constitutes the 
cost of doing business?” and 
“What can the retailer do to force 
the manufacturer to allow a larger 
margin of profit on standard adver- 
tised goods?” 

Paul V. Maris, director of the 
Extension Service, Oregon Agricul- 
tural College, was the chief speaker 
at the Thursday morning session. 
He told the members about the 
workings of the Oregon Agricul- 
tural College and the importance of 
the farmer in the commercial life 
of the United States. 

John F. Welborn of Seattle spoke 
briefly on business conditions. 
John Raymer, president of the 
Washington Hardware and Imple- 
ment Underwriters, told-the benefits 
of association insurance. 


The Question Box 


“Does it pay to buy direct from 
the manufacturer, or jobber and 
why?”; “Is it cheaper to own your 
own delivery system or hire the 
work done for you?”; “Are good 
show windows worth while and 
how often should’ they’ be 
changed?”; “Should a merchant 
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take part in politics?”’, and other 
questions were discussed at this 
session. 

Secretary Sheets of the National 
Association was the speaker at the 
Thursday afternoon session, and he 
took for his topic, “Straight Think- 
ing.” The income tax law was dis- 
cussed briefly by Milton A. Miller, 
head of the Portland Internal 
Revenue Office. Many questions 
were brought up and discussed at 
this session. 

The Friday morning session was 
given over to talks on the value of 
insurance, and President Jameson 
urged the members to take advan- 
tage of the underwriters’ offers. 
The recent Pacific Northwest asso- 
ciation convention was thoroughly 
discussed by the members present. 
W. O. Munsell of the Oliver Chilled 

















E. P. Lewis, Marshfield, Ore., of 
the executive committee 


Plow Co. gave an address 
“What Is Before Us?” 

Many resolutions were reported, 
and they chiefly touched on legisla- 
tion for the hardware and imple- 
ment dealers in the State of Ore- 
gon. A banquet was given on Fri- 
day evening by the local jobbers 
and manufacturers to the members 
attending the convention. 

The convention was in every way 
a success and those attending ex- 
pressed gratification on the fine 
speeches that they had been treated 
to and the royal way in which they 
were welcomed by the dealers, man- 
ufacturers and jobbers of Portland. 
It was agreed that the yearly 
meetings did much toward better 
business during the entire year ani 
that the time was well spent in at- 
tending. 


on 











Elaborate Exhibitions and Entertainment 


Supp 


lee-Biddle Co. and Other Jobbers and Manu- 


facturers Have Wonderful Displays at the Phila- 
delphia Convention—Members Royally Entertained 


Seaboard Hardware Associa- 

tion can justly boast of having 
on its exhibition floor one of the most 
artistic and distinctive displays of 
hardware merchandise that has prob- 
ably ever been exhibited at any asso- 
ciation convention in the country. 
The exhibition hall was veritably a 
masterpiece in color effect and ar- 
rangement. More than four hundred 
manufacturers and jobbers exhibited 
their products and the variety and 
quality of the merchandise displayed 
probably established a new conven- 
tion record, 

One of the most notable of the 
many distinctive features on the ex- 
hibition floor was the extraordinary 
display of the Supplee-Biddle Hard- 
ware Co. of Philadelphia. The Sup- 
plee-Biddle display occupied more 
than an entire double aisle which was 
arranged in such a fashion that it ap- 
peared on first sight as a veritable en- 
chanted fairy-land. William B. Mon- 
roe, president of the company and 
William Steltz, sales manager dé- 
serve unstinted praise and credit for 
the exceptional manner in which the 
details were carried out. 

At eight o’clock Tuesday morning, 
February 8th, President Monroe 
pressed the button that set aglow 
the 3800 lights that illuminated the 
fifty-three booths of the Supplee- 
Biddle exhibit. Among those fifty- 
three booths there was probably noth- 
ing that is sold in a hardware store 
anywhere in the country that was not 
placed on exhibition. Hardware, 
cutlery, sporting goods, housefur- 
nishings, phonographs, toys, acces- 
sories and all of the kindred lines 
which constitute the modern hard- 
ware business were shown in novel 
and spectacular ways that have never 
before been attempted. 


The Lighted Arch 


A great arch having a span of 
twenty-six feet blazing the name of 
the Supplee-Biddle Hardware Co. in 
hundreds of be-jeweled lights formed 
the entrance to the aisle. Looking 
down the aisle were the booths each 
one of which stood forth separate and 
distinct and yet harmoniously under 
gold and white sateen canopies sus- 
pended in a sun-burst effect like 
silken tapestries fourteen feet over- 
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head. The background of the booths 
were gold and blue embroidered drap- 
eries with deep golden fringes and 
against this beautiful background of 
dark blue sateen were placed in each 
section a white plaster placque three 
feet in dimensions depicted various 
allegorical scenes of myth, fable and 
history. In front of each booth stood 
a white urn flowing with American 
beauty roses, ivy, fresh smylax and 
wisteria, banked by ferns of wood- 
land green. 

This exhibition occupied approxi- 
mately 400 feet of space. The entire 
aisle was laid with a crex carpet and 
every six feet in the aisle stood a 
gold and white vase holding roses ar- 
ranged with a prodigal hand. 

The booths were arranged in twos 
with a cross aisle between. In the 
center of the cross aisle was a splash- 
ing fountain which sprayed its limpid 
water upon marble figures around 
which colored lights flashed at regu- 
lar intervals disclosing luxurious 
banks of ferns and flowers. Singing 
canaries lent further enchantment to 
this spot and imitation grass gave it 
the effect of a little mound that set 
off this spot in something of the man- 
ner of a shrine. 

Everything that was “demonstrat- 
able” was continuously demonstrated 
and explained by salesmen. The 
demonstrations ranged from washing 
machines, phonographs and auto ac- 
cessories to little trinkets and designs 
introduced by way of innovation. In 
the cutlery exhibit sat an artist 
sketching the various visitors who 
attended the show. Up and down the 
aisle pranced an Irish and a Jewish 
comedian dressed to represent police- 
men who conducted a little show of 
their own, causing the laughter of 
the visitors to ripple contagiously up 
and down the aisle. 

“Poor Richard,” a character that 
has been often featured in the adver- 
tising of the Supplee-Biddle Co., 
sauntered up and down the aisle 
shaking hands with visitors and bid- 
ding everybody welcome. Souvenirs 
of every describable nature were 
given away, including such acceptable 
tokens as apples, doughnuts, pickles, 
chocolate and pretzels. 


All Conveniences 
Everything to add to the comfort 
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and pleasure of the constant stream 
of visitors was arranged. Messenger 
boys, page boys making announce- 
ments, stenographers, and coat and 
hat boys all played their parts with 
a nicety of perfection which hinted 
that they had been schooled in their 
sundry arts. A snow man, Punch 
and Judy, Mutt and Jeff and Charlie 
Chaplin were all present in rollicking 
mood to entertain and add novelty 
and distinctiveness to the exhibit. 
Bicycle riders raced in the sporting 
goods department to the huge delight 
of the spectators. 

Centered from the Supplee-Biddle 
booths facing the fountain the Con- 
vention band, one of Philadelphia’s 
best, played throughout every after- 
noon. The Simmons Hardware dis- 
play was arranged like a store front 
with window displays, and proved a 
very popular feature of the exhibi- 
tion. 

A few words ought in justice to be 
said about the entertainments ar- 
ranged for the members and their 
guests. Monday evening an informal 
reception was held at the Bellevue- 
Stratford, where the mayor of Phila- 
delphia, the Hon. J. Hampton Moore, 
welcomed the visitors. Tuesday af- 
ternoon a ladies’ tea party in the din- 
ing-room of the Exhibition Hall was 
given to which all ladies and their 
guests were invited. In the even- 
ing a reception and entertainment 
was given by the Philadelphia Hard- 
ware Association for the members 
of the Pennsylvania and Atlantic 
Seaboard Association. The feature 
of Wednesday afternoon was a card 
party at the Bellevue-Stratford. 
Wednesday evening a vaudeville en- 
tertainment and refreshments were 
tendered to the association members 
by the manufacturers and jobbers of 
Philadelphia. 

Thursday afternoon a_ theatre 
party was given to the ladies and 
their guests by the manufacturers 
and jobbers of Philadelphia, and in 
the evening the association ball was 
held at the Bellevue-Stratford, which 
was largely attended. Friday even- 
ing the banquet of the past officers of 
the association was held at the Gold 
Room of the _ Bellevue-Stratford. 
This annual banquet marked the 
closing of the 1921 convention, which 
was conceded an excellent one. 








Hatching Out Profits With Incubators 


How the “Wooden Hen” Will Increase the Yearly 
Income and Add Customers to Your Lists—Display- 
ing Live Chicks and Brooders in the Store Windows 


ITH eggs selling at from 
85c. to $1.25 per dozen, 
isn’t there every incentive 


for almost everyone going into the 
chicken business? 

It is not alone the farmer nor 
those with small truck gardens who 
have a chicken house standing on 
their back lot and dozens of small 
chicks ready’ to break through the 
shell. It is practically everyone 
who has a foot or two of ground 
back of his house where the 
chickens can run about, dig for 
worms and_ investigate Mother 
Earth, and all of these people are 
good prospects for the sale of an 
incubator. 

While those living on farms with 
considerable: acreage for’ the 
chickens to live and scratch and 
grow in require a large incubator, 
one capable of hatching 600 to 1000 
eggs, those living in town must 
necessarily confine themselves to a 
50, 100.or possibly a 250-egg 
incubator. 

In order to give the public the 
best service, the progressive hard- 
ware company should lay in a 
stock of the high-grade incubators 
and brooders. . In standing back of 
a standard machine, guaranteed by 
the manufacturers, merchants re- 
ceive fewer complaints and there- 
fore a great deal more satisfaction 
in producing sales. 

The incubators in a large West- 
ern store are sold in the housefur- 
nishings department. The _ best 
sales are at a season when other 
sales in this department are neces- 
sarily a little slow. It is the be- 
tween hay and grass season, when 
people are not quite ready for re- 
frigerators nor electric vacuum 
sweepers for spring housecleaning, 
and just after the holiday season, 
when the biggest sales on washing 
machines, fireless cookers, alumi- 
num ware, glass baking ware and 
numerous other articles of mer- 
chandise take place, so there is 
plenty of room on the floor for a 
good demonstration of the incu- 
bators and brooders. 


Incubator Windows 


Window displays are planned in 
connection with the demonstration. 
The windows are attractively deco- 


rated with several machines in the 
different sizes and with different 
syles of brooders, as well as ther- 
mometers, egg testers, nests, drink- 
ing fountains, poultry wire and all 
the necessary items required in 
raising poultry. These articles are 
all attractively grouped. Eggs are 
shown in the incubator and live 
chicks run in and out of the 
brooder. 

As moving objects are always 
good in the windows, they attract 
considerable attention, and many, 
many people, who have never seri- 
ously considered the feasibility of 
they themselves going into the incu- 
bator business, are tempted by the 
sight of the fluffy, downy chicks, 
the smart-looking incubators, big 
and little, and with the apparent 
ease with which the thing is ac- 
complished. 

This big store handles sizes of 
incubators to suit the one-lot city 
man, the truck gardener, the farm 
producer and the exclusive poultry 
raiser. By carrying a standard 
make it is possible to have repair 
parts of all kinds always right on 
hand ready for immediate delivery. 
These are absolutely necessary in 
order to keep satisfied customers, 
and satisfied customers are what 
make business, This store is ex- 
ceptionally good on salesmanship, 
but it will not permit its sales 
force to overdo the thing. They 
must tell exactly what the machine 
is capable of doing and how it must 
be done, so that there will be no 
possibility of the poultry raiser 
failing in his hatch except by going 
absolutely contrary to directions. 


Chicken-raising Salesmen 


It is a fortunate thing that some 
of the salespeople are in a position 
where they can use an: incubator, 
and they have purchased one. 
They are therefore able to give the 
customers instructions and valu- 
able advice from their own experi- 
ence. 

The incubator business is some- 
thing that the hardware dealer 
should get. He should not permit 


the straight seed store to get all of 
this business away from him. The 
store we mentioned has the ma- 
chines on the floor the year round, 
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and in that way the buying public 
is not allowed to forget that the 
firm carries incubators and carries 
a standard grade. 

The manufacturer co-operates 
with the local dealer by sending 
him literature, envelope stuffers, to 
enclose in the monthly statements, 
circular letters, and daily invoices, 
catalogs, window trims and all 
necessary mats and cuts. 

The incubator handled by this 
Western store is one which is 
guaranteed to hatch every fertile 
egg. It requires no _ artificial 
moisture, as it has a natural supply 
of moisture artificially regulated 
from its famous water-heating sys- 
tem. The regulation of the tem- 
perature is purely automatic and 
therefore requires no watching. A 
uniform distribution of heat is 
readily maintained and absolutely 
assured. 

As the operation is not affected 
by outside temperature eggs may 
be successfully hatched in freezing 
weather. * 

Knowing the Details 


The salesmen and women have 
made a complete study of the litera- 
ture accompanying the incubators, 
they have studied all of the ins and 
outs of the incubators themselves, 
and as many as possible are using 
the incubators at their own homes. 
This study makes them fully quali- 
fied to give instructions to the cus- 
tomers and enables them to make 
intelligent and successful sales. 

They show the customer that 
while an incubator is apparently a 
very simple device it must function 
precisely or it cannot produce one 
hundred per cent efficiency. Qual- 
ity has to be built into a machine 
if one is to get service out of it 
because cheap incubators never 
pay the purchaser, and the ma- 
chines must be used intelligently 
or no matter how nearly perfect 
they are they will not function 
properly. 

In order to have a 100 per cent 
hatch, the eggs must be candled, 
and for this purpose an instrument 
for examining eggs goes with each 
machine. Purchasers are advised 
carefully about the procurance of 
their eggs. Those that are pro- 
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duced on their own lots are gener- 
ally the best. They must be 
gathered every half hour in ex- 
treme weather so as to prevent 
chilling, and every precaution must 
be taken to secure perfect eggs. 
Then after the eggs are placed in 
the incubator they must be 
watched and turned and cooled ab- 
solutely according to directions in 
order to produce a perfect hatch. 


The Indoor Chicken Farm 


The live chickens attract the cus- 
tomer, and it is often found 
profitable to raise several hatches 
of chicks during the spring season. 
Demonstration incubators are pre- 
pared and the eggs carefully 
chosen, tested and watched. They 
are then cared for with the same 
precision that one would take in 
his own home. Very often the eggs 
are the property of one of the sales- 
men as this gives him a personal 
interest, and he will watch the incu- 
bation with more genuine interest 
than if the eggs belonged to the 
store and first one and then another 
salesman were given the task of 
turning the eggs each day, filling 
the lamp, watching the water sys- 
tem, filling and caring for the 
brooder stoves and watching the 
tender little chicks. 

Under no consideration is a dem- 
onstrator incubator opened to show 
the customer the process of incu- 
bation. Each incubator is kept 
carefully closed until the proper 
time for opening. Of course, they 
are opened morning and evening 
for the purpose of turning the eggs, 
and any customers happening in at 
that time are enabled to watch the 
process and derive the benefits of 
the salesman’s careful handling of 
the eggs while they are still in the 
incubators. 

The incubators are all grouped 
about on the floor, and the customer 
is given an opportunity to thorough- 
ly inspect one that is notin use. An 
electric light is arranged on a cord 
so that the interior of the machine 
may be shown and thoroughly ex- 
plained. The water system; the 
thermometer, arranged in a holder 
so that it is held rigidly in the 
proper position, at a correct angle 
and satisfactory location; the regu- 
lator, carefully adjusted and accu- 
rately set; the construction of the 
case; the lamp and its supports; 
the thermostat and the principles 
upon which it is constructed; all 
these various parts of the machine 
are carefully shown and explained 
to the customer. The reason for 


each, the uses and the care of the 
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different parts are carefully and 
capably gone over and the customer 
thoroughly satisfied that he is buy- 
ing the best machine. 


Selecting the Eggs 


Then he is advised to be ex- 
tremely careful in his selection of 
eggs, and instructed that he must 
follow the directions sent with each 
incubator carefully. .He is showpr 
that if he will allow himself to be 
governed by the instructions sent 
by the company he has every 
chance to secure a perfect hatch. 

He is informed that the manufac- 
turer has experimented for years 
with this incubator and has pro- 
duced a product that is in use in 
dozens of agricultural colleges and 
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experimental stations. He is also 
shown the guarantee which accom- 
panies each machine, and is made 
to feel that he is at liberty to ask 
any questions regarding anything 
that he does not thoroughly under- 
stand, and the points that the sales- 
men’s own use of machine have 
made profitable to him, are for the 
use and benefit of the customer as 
well. 

This store makes it a point to 
carry a complete outfit for the 
chicken raiser, so that he may pur- 
chase incubator, poultry wire, 
brooder, nests, drinking fountains, 
food supplies and all the necessary 
items, and thus be saved the an- 
noyance of shopping from store to 
store. He is able to carry home or 
have sent out everything he will 
need for his motherless family of 
little chicks, from the one place. 

The brooder, of course, is sold 
to almost every customer desiring 
an incubator. These are arranged 
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on the floor. The oil and the coal 
stoves shown according to the style 
of brooder chosen, the radiation of 
heat is explained and the care and 
cleaning of the brooders carefully 
gone into. 


Arranging the Brooder Display 


The large round brooder is ar- 
ranged just as it would be at the 
customer’s home. The rope for 
raising and lowering the hover is 
adjusted so that it may be simply 
and quickly raised and illustrated 
to the customer, the distribution of 
heat is explained and the ease with 
which the floor is swept and kept 
clean. The number of chicks that 
may be cared for and the reasons 
why it is a simple matter to care 


Incubator ads that showed chicken 
raisers how money was to be made 





for so many are all explained to the 
customer, so that he understands 
thoroughly why the mother hen is 
not always a necessary adjunct in 
the care of a family of small! 
chicks. 

She has done her part when she 
has laid the eggs, and may be dis- 
pensed with completely as far as 
that brood of chickens is con- 
cerned. 

And so the hardware dealer is in 
a position to bring down the price 
of eggs and tender young frys by 
putting the incubator on the mar- 
ket and producing sales. 

It is an extremely profitable busi- 
ness for both the hardware dealer 
and the customer wanting to go 
into the poultry business, and so it 
is a line that should be pushed to 
the fullest extent while the season 
for raising chickens is good. 

Co-operate with Mrs. Hen and 
clean up on this business while the 
cleaning is good. 


Comprehensive Survey of Hardware Trade 


A. J. Bihler, Pittsburgh, Outlines Conditions as They 
Stand at the Present Time in the Various Branches 


of the Hardware Business and the 


T a recent meeting of the Pitts- 
A burgh Retail Hardware Dealers 
Association, A. J. Bihler, of the 
James C. Lindsay Hardware Co., hard- 
ware jobbers in Pittsburgh, gave a talk 
to the members setting forth his views 
as to present conditions in hardware, 
reductions already made in prices, what 
further reductions may be looked for, 
and also what policy retail dealers 
should pursue in the purchasing of new 
goods. Mr. Bihler is a close observer 
of general business conditions, and is 
qualified to talk on hardware from any 
angle. His address was most interest- 
ing, and in full was as follows: 

The hardware market to-day is so 
unsettled that it is rather hard to make 
any accurate forecast. I have been in 
the hardware business all my life, and 
do not recall any period when there 
has been so much uncertainty—some 
lines weak, others strong. In some cases 
prices now ruling are higher than a 
few weeks ago, while others have suf- 
fered from further declines, and there 
are many lines on which, I think, 
changes are still to come. 

All merchants should exercise cau- 
tion, as nothing in market conditions 
warrants speculation. Keep up your 
stock and buy frequently and in small 
quantities. 

Those merchants located in the Pitts- 
burgh district may be considered as 
fortunate, for while business has taken 
a decided slump in many other sections 
of the country, it has held up remark- 
ably well in this territory. In our 
sister State of Ohio numerous men are 
out of employment. In the State of 
Michigan business is not active because 
of the depression in the auto industry. 
In the Missouri Valley crops are good, 
but prices have declined so greatly that 
some houses report only half as large a 
business as a year ago. In the South 
the cotton, sugar and rice industries 
have suffered severely. In New Eng- 
land the cotton, wool, leather and rub- 
ber industries predominate, and all of 
these have suffered. In the East, cloth- 
ing and textile goods—many mills shut 
down and much unemployment. 

It is therefore not surprising that 
the volume on all lines of business has 
suffered greatly, but fortunately there 
now seems to be an improved condition 
and renewed activity on many im- 
portant lines. 


Mills at Steady Work 


In this section some of our mills are 
closed down in part, but the corpora- 
tion plants are running from 80 to 90 
per cent of capacity, and one of our 
largest companies now has orders on its 
books which will keep its mills running 
for the next four months. 

It seems to me that some manufac- 
turers are still hoping to continue war- 
time prices and war-time profits, but 
they should bear their burden of re- 
duced valuation of stock on hand, just 


the same as we have to do, A reduc- 
tion in the price of raw material, a 
change in the wage rate or greater out- 
put through more efficient labor, make 
it possible for a manufacturer to re- 
duce his prices, and the public should 
have the benefit of these reduced costs 
as quickly as possible. 

Price changes are coming in daily in 
our own business. We kept our sales- 
men at home much longer than usual, 
while we revised our catalog to have 
our prices up to date. In my judgment 
revisions in price will continue for the 
next three months, for a great many 
items have not changed, but they must 
all fall into line. 

That you may have a better knowl- 
edge of the price situation I believe it 
best that we should take up the more 
important lines and go into detail. I 
have selected items with which you are 
all familiar, and which should interest 
you, either for the present or for future 
purchases, as follows: 


Auto Tires and Tubes 


The market shows but little activity, 
and I see nothing that would warrant 
heavy orders. Our supply of rubber is 
increasing year after year, and the 
story of plantation rubber is a most in- 
teresting one. Briefly it is this: 

For years the entire supply of rubber 
came from Brazil, and it was high in 
price and difficult to get. Some fifteen 
years ago some young plants or trees 
were smuggled out of Brazil, sent to 
London, placed in a greenhouse, and 
they experimented to see under what cli- 
matic conditions rubber could be grown. 
After a time it was found that it would 
best grow in the Malay peninsula, Java, 
Sumatra, etc. In a few years they be- 
gan to get results. The trees matured, 
or bore sap in about eight to ten years 
after being planted. Instead of being 
tapped carelessly, they were cut or 
scored in a scientific manner, so that the 
body or life of the tree was uot in- 
jured, and as a result they continue to 
bear for a number of years. 

So rapid has been the growth that to- 
day from 70 to 75 per cent of our supply 
is plantation rubber. 

During the war rubber was extremely 
high, at one time commanding as much 
as $2 per pound, but the supply is in- 
creasing, and to-day the market on raw 
rubber is in the neighborhood of 14c. 
per pound. J 

It is reported that the four largest 
tire manufacturers of this country have 
a capacity to supply the entire United 
States, and that there are to-day some 
268 makers of tires and tubes. It 
would seem that with such an enormous 
production some of the smaller inter- 
ests must suffer. 

Buying more than a thirty-day sup- 
ply at one time would not be advisable. 


Mechanics’ Tools 


This line has not changed to any 
great extent. While hammers were re- 
duced some thirty days ago from 7% 
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to 1% per cent, according to style 
and grade, axes, hatchets, chisels, saws, 
etc., still remain on the same basis as 
before. Some of these lines should be 
changed, as there were heavy advances 
during the war period, but manufac- 
turers claim that the cost of labor has 
not been reduced, and that the produc- 
tion of tools is still less than the de- 
mand, and it is difficult to get the right 
kind of men for this class of work. 

While these lines are still high in 
price, there is no reason why one should 
lose business. You can always buy in 
small quantities and replenish your 
stock. 

Builders’ Hardware 


This line has not as yet changed to 
any extent, but I think a revision of 
prices is about to come. The demand 
has dropped to such an extent that the 
larger manufacturers have been operat- 
ing only four or five days a week, and 
there are no surplus stocks at the fac- 
tory. 

My judgment is to carry not over 
thirty to sixty days’ supply. 


Bicycles and Velocipedes 


There is no indication of any change 
in bicycles for this season. They are 
made of materials which cost practi- 
cally the same to-day as last season, 
and require skilled labor, while veloci 
pedes have been changed to the extent 
of 10 to 20 per cent. 

These two lines are fixed so that you 
are safe in buying your spring require- 


ments. 
Picks and Mattocks 


A reduction has been announced by 
the manufacturers of some 10 per cent, 
and no further change is in prospect at 
present. 

Cutlery 


On table cutlery there have been some 
trifling changes, ranging only from 5 
to 7% per cent. 

On pocket cutlery there has been a 
recent reduction, but only on the very 
high grades and that of trifling amount‘. 

In connection with the cutlery situa- 
tion, industrial Germany is not “down 
and out.” They are now sending a 
great deal of cutlery to this country, 
and figures before me show that in 
pocket knives, razors and scissors our 
imports from Germany for 1920 were 
about $1,700,000. The American manu- 
facturers should be on guard against 
this competition. 

Toilet clippers are now being brought 
into this country at a cost of from 50c. 
to $1.20 per pair less than similar goods 
of American make, and they have that 
high pre-war finish. 

In razors a popular model now sell- 
ing here at a cut price of about $2.65 
instead of the usual $5 is being manu- 
factured in Belgium, France and Ger- 
many, and as soon as the patent ex- 
pires I think we will all find that razors 
will be more plentiful than ever before, 
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and that on the patented and popular 
lines lower prices will rule. 


Washboards 


A radical reduction was made late in 
November. Prices are fixed for some 
time. 

Carpet Sweepers 


On Jan. 1 the leading makers an- 
nounced a reduction ranging from $2 
to $5 per dozen, 

One need not look for any further 
change for many months to come. 


_ Washing Machines 


On high-grade electric goods there 
have been some changes since the first 
of the year, but prices are now fixed 
for some time. 

On hand machines one need not look 
for any lower quotations at present. 


Galvanized Ware 


Such goods as tubs and pails were re- 
duced in December about 10 per cent. 
Early in January they were reduced 
another 10 per cent, and a week ago a 
further reduction of some 15 per cent. 

The goods are very attractive at to- 
day’s prices, and I think it is a good 
time to buy. 

Shovels 


All makers reduced their prices some 
$2 per dozen early in December. I see 
nothing that would warrant any lower 
prices for spring business. 


Brushes 


This is an important line. The manu- 
facturers report difficulty in getting not 
only bristles, but also a supply of 
handles. 

One need not look for any lower prices 
this season. You are safe in buying 
what you require, for the factories are 
still months behind in their deliveries. 


Poultry Netting, Wire Cloth 


These two lines are very strong. The 
factories have plenty of business, and 
some of them have declined additional 
orders. 

If you have not placed your spring 
specification, it is advisable to do so 
now, for there is prospect of higher 
prices a little later. 


Wire Nails 


This is always a good topic for dis- 
cussion and in speaking of this line you 
will pardon me if I refer to the policy 
of our house and of the conditions the 
past two years. 

The War Industry Board adopted 
prices March 21, 1919, which were 
agreed to by all manufacturers, and 
our company has consistently main- 
tained the fixed differentials, our only 
change being that made on May 15, 
1920, when owing to the continued dif- 
ficulty of getting freight shipments, we 
had to haul nails for many months some 
fourteen miles by auto truck, and we 
asked our customers to absorb a part 
of this extra expense. 

Early this month conditions became 
normal. We found a plentiful supply 
of cars, and our price was reduced from 
$3.90 to $3.75 base, and now for the 
first time in two years we are in posi- 
tion to offer you not only a price for 
shipments from stock, but also from 
the mill. 

The past twenty-one months wit- 
nessed such a shortage of nails that in 
this district they were sold as high as 
$6 base; in New York from $7.50 to 
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$8, while in the West as high as $12 
per keg base. 

I do not think there will be any im- 
mediate change in nails, wire or wire 
fence. While all manufacturers are now 
quoting uniform prices, some of them 
have but little material to give for 
prompt delivery, and at least one of the 
mills has not operated for several 
weeks, so that there is no surplus stock 
of wire material on the market at this 
time. 

I would not advise speculation on 
nails, nor the purchase of a full car 
unless one has an established trade 
which would permit the turning of the 
purchase into cash within a sixty-day 
period. The movement of wire products 
will be more free in all probability, and 
better service can be given by your 
jobber this season. 


Lawn Mowers 


Prices are high and will continue so 
for this season. There is no prospect 
of reduced figures until 1922. 


Garden Hose 


Prices to-day are on a lower basis 
than a few months ago, and one is quite 
safe in placing his business now. 


Screen Doors 


While screen doors are still as high 
as last year, the manufacturers an- 
nounced that it is impossible to offer 
any hope of lower prices for the 1921 


season. 
Guns and Rifles 


Practically all makers have announced 
their prices for the coming fall. They 
show practically no change from the 
figures existing last season, and the 
present schedule will in all probability 
be maintained. 


Loaded Shells 


This line also shows no change. The 
manufacturers have not advanced their 
prices for three years, and the market 
has been a very steady one. I look for 
no reductions and think you are safe 
in placing early business. 


Sleds 


For the coming season prices are ope 
the same as last year. There is only a 
certain quantity available, and most 
manufacturers have booked sufficient 
business to take care of their entire 
output. This line is also one which can 
be bought safely. 


Horse Blankets and Lap Robes 


You need not be in a hurry about 
placing your orders for next fall. 
Prices are lower, and the new figures 
show reductions ranging anywhere 
from 10 to 30 per cent. The next thirty 
days should witness the bottom figures. 


Gas Stoves 


It is rather early to indicate what the 
market will be. Most manufacturers 
are now figuring revised costs, and it 
would be best to postpone making any 
contracts until full information is at 
hand. 

Nested Stove Pipe 


New prices just announced show that 
there has been a reduction of from 25 
to 30 per cent. I think you can place 
your fall order with confidence that the 
revised schedule is a reasonable one and 
not likely to show any further change. 
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Coal Hods 


Prices are under adjustment and will 
show a lower range than last year. 


Lanterns 


In the past five years the advance on 
this line has been only some 60 per 
cent. For 1921 prices show a little ad- 
vance over those ruling for 1920. 


Meat Choppers and Stuffers 


Prices to-day are a little lower than 
last fall, although I see no prospect of 
any further revision. 


Rope 


During the war manila rope advanced 
over 150 per cent, but since November 
there have been two declines, amount- 
ing to a total of 8c. on manila and 4c. 
on sisal. 

Present prices should attract orders. 
I think it is a good buy. 


Copper Ware 


On such goods as tea kettles, tea and 
coffee pots, there have been two reduc- 
tions since the high point on copper 
wash boilers, to the extent of some 
$6 per dozen. 

It might pay you to watch the copper 
market, for I think the prices are about 
as low as they will be for some time. 


Aluminum Ware 


Large shipments are coming in from 
abroad; not only manufactured goods 
but also aluminum sheets. While most 
manufacturers advanced their prices 
last July from 7% to 10 per cent, the 
new figures sent out late in December 
show a lower scale of list prices, and 
it brings them back to the old schedule. 

There are many “specials” on the 
market and indications of a plentiful 
supply which may have its effect on 
price. 

Wringers 


For the past three months prices have 
been revised, so that to-day’s figure 
shows some $5 to $7 per dozen less than 
the highest prices. No further reduc- 
tion need be looked for this spring. 


Saddlery Hardware 


Such of you as handle harness snaps, 
rings, buckles and cattle ties, can buy 
the line with confidence, for radical re- 
ductions have already been made. 


Sweat Pads 


This line also shows heavy changes 
from the figures which ruled the past 
season. 

Gun Clothing 


Such goods as coats, gun cases, etc., 
show reductions ranging from 10 to 20 
per cent. Prices are fixed for the sea- 
son. 

Carriage and Machine Bolts 

The manufacturers of such goods 
have the honor of leading in reduced 
prices. A heavy decline was made on 
Dec. 1, and only a few days ago a 
further reduction was made. It has 
been difficult to get a supply of bolts. 
Now is a good opportunity to fix up 
your stock. Prices are attractive, and 
in my judgment as low as they will go 
for a long time. 

Tinware 


Since Dec. 1 there have been three 
changes, amounting in all to about 25 
per cent. 

If you have been hesitating, now is 
the time to fix up your stock. 

(Continued on page 90) 








Show Card Writing for the Beginner 


Modern French Roman Poster Alphabet 


By JOSEPH BERTRAM JOWITT 


ote Cay? wile } 
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HIS week we have an alpha- 

bet of the modern French 

Roman Poster, it being a 
fancy and very extreme extraction 
of the pure French Roman alpha- 
bet. It is shown up to the best pos- 
sible advantage in company with 
the bold face Mongrel Roman type 
used in the caption, “Paint Up,” 
etc. 

The writer of this department 
has received several requests by 
HARDWARE AGE readers for an alpha- 
bet of fancy poster type, and as 
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there are about twelve different 
species of the Poster family, we 
choose this one to start off with. 
Later on we will show the rest of 
the Poster family. 

The Poster style of lettering, 
which is so much in evidence these 
days, is at its best when used with 
some other plain type, because a 
lay-out of all Poster is inclined to 
be too theatrical or fancy for com- 
mercial purposes. 

This is decidedly an easy alpha- 
bet for any beginner, for it gives 
any show card writer unlimited 
liberties. It may be condensed or 
extended at the will of the writer to 
suit or fit in any desired space no 
matter how small or large. 

There are many students of the 
modern Poster school who have 
never learned to make any other 
style of alphabet, the reason given 
is that this alphabet is so easily 
learned and so much in demand 
that they were loath to take the 
time to learn any other. 


The Old Reliable Styles 


Extremes in lettering are very 
much like rag-time music. It is 
sure to have its day, and then back 
to the old reliable plain block let- 
ters. The moving picture titles 
flashed on the screen made this 
Poster type so famous. The Poster 
type being used in this manner: 
Sometimes a title plate called for 
just one word like “Stung.” In 


that case the writer would strive to 
extend these five letters as much 
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as possible, swinging the top and 
bottom of the “S” way above and 
way below the line. The top of the 
letter “T” would extend far above 
the guide line. The bottom part of 
the lower case letter “g’ would be 
almost as large as the whole word. 

This alphabet is known as the 
single-stroke variety. Single-stroke 
doesn’t mean that each letter is 
formed with a single brush stroke, 
but each letter is formed with the 
fewest possible strokes. For in- 
stance, the lower case letter “i” is 
made with one downward stroke, 
and another short stroke to dot it. 
The letter “O” is formed in two 
strokes. The capital letter “A” re- 
quires three strokes. The letter 
“M,” four strokes, and the letter 
“W” requires five single strokes to 
complete. 

There are six exercise or prac- 
tice strokes shown on the alphabet 
plate. It is very important that 
the beginner should practice these 
several times before attempting 
to copy any of the letters. It will 
be noticed that there are two differ- 
ent designs of each letter in the 
lower case type. 






The Poster lettering on the cards 
shown herewith was executed with 
a No. 10 Red Sable show card 
brush, held between the first two 
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Here are styles aplenty for the beginner to mull over 


fingers and thumb (the same posi- 
tion you would hold a pencil). Rest 
the first joint of little finger on the 
card and make all strokes down- 
ward and from left to right. In 
making the small or lower case let- 
ters, the three first fingers should 
be held together and move as one, 
holding the brush at a slant. The 
hand should be so raised that the 
three first fingers pass backward 
and forward over the little finger, 
the first joint of which rests on 
card to steady hand. Letters which 
are higher than three inches and re- 
quire a sweep must be done free- 
hand as the little finger if used as 
a rest would be in the way of the 
brush sweep. 


The Wider Letters 


Do not try to make all these let- 
ters the same width. The letters 
which should be wider than the 
others are: Capitals A, C, G, M, O, 
Q and W. The narrowest letters are 
I,J, L, F, E, P and R. 

Too much can not be said as to 
the importance of properly sketch- 
ing or roughly laying out a show 
card before attempting to do any 
lettering. The old saying: “A thing 
well begun is half done,” may be 
well applied to the preliminary 
show card work. The proper course 
to pursue in laying out a card is 
first to mark off a liberal margin 


of one to two and one-half inches 
all around the card (use yard stick 
and pencil making faint lines). The 
rext step is to draw an upright line 
through the center of card; this wiil 
act as a guide in dividing letters 
equally and balancing words on 
card. Next decide on how many 
lines of lettering you wish to write 
on card, then draw the required 
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A suggestion for the paint department 


amount of horizontal spaces. 
Sketch the lettering out very faint- 
ly in these spaces, then trace over, 
making the necessary single-strokes 
with a Red Sable brush. Art Gum, 
which may be purchased in most 
stationery stores for ten cents, 
should be used to erase lead pencil 
lines after work is finished. 

To gain the most headway in 
practicing the beginner’ should 
adopt some sort of a system. For in- 
stance, practice all the circular let- 
ters first, such as B. C, D. G, O, P, 
Q, R, S, U. Then all the angle let- 
ters, such as E, F, L, N, T, V, W, X, 
Y and Z. Then all the square let- 
ters, such as H, M, A-and K. By 
following some system like this he 
will make better headway and be 
less confused. 


Watch Your Brush 


Do not attempt to start lettering 
with the brush too full of color, or 
too dry—but after dipping the 
brush in the ink work it backward 
and forward on a smooth piece of 
paper or cardboard or better still, a 
piece of glass. This will distribute 
the ink well into the heel of the 
brush and at the same time flatten 
out the brush into a flat chisel edge 
shape, the shape it should be for 
clean cut single stroke lettering. 

A general, but natural mistake 


(Continued on page 90) 
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‘The Business Quiz—No. 11 


Question No. 1—How can a business be conducted without enough 
actual capital in circulation for that purpose? 

Question No. 2—What is known as the “Courtesy of Parnership” ? 

Question No. 3—What is known as a “Domiciled Bill”? 

eee No. 4—Do you consider a “post dated” certified check 

valid? 

Question 

Question 
complaints ? 


No. 5—What is your understanding of the term “Embargo” ? 
No. 6—What is known as the “peak hour” for business 


Answer to Business Quiz No. 11 


Answer No. 1—While the credit which the bank lends the borrower 
is convertible into money upon his demand, the average borrower rarely 
makes such demands except to a small extent. Most of his payments 
are made by check and these checks offset other checks deposited, so that 
settlements are made by acts of bookkeeping. 

Answer No. 2—The courtesy of partnership consists of (a) notice 


' of renewal, (b) request to buy partner’s interest, (c) statement offering 


interest for sale to other partners, (d) notification if partner wishes to 
divide business. Each and all such notices above should be given at least 


three months in advance. 


beyond his authority. 


owner, 


quence. 





Answer No. 3—A Domiciled Bill is one not made payable at the 
residence or business place of the acceptor, but one upon which the place 
of payment is inserted at the time of acceptance. 

Answer No. 4—A post dated certified check carries on the face of it 
a notice to the payee that the official certifying the check was acting 


Answer No. 5—An Embargo is, (a) a war measure, (b) an order to 
prevent the removal or property, pending legal proceedings against the 


Answer No. 6—The “peak hour” for complaints in business has been 
fixed at between 2 and 3 p. m., as this time is when energy is at the 
lowest ebb of the day, mistakes happen and complaints arise in conse- 
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Mr. Braham a Vice-President 


John J. Braham, Jr., of Brooklyn, 
New York, who until recently was con- 
nected with the sales department of 
the Keystone Tire & Rubber Company 
of New York City, and who is widely 
known to the tire trade throughout the 
country, on Jan. 1 of this year became 
attached to the selling force of the 
Delion Tire & Rubber Company. Mr. 
Braham was elected at the annual 
meeting of the board of directors, a 
vice-president. He will continue to re- 
side in Brooklyn and will make his 
headquarters in New York at the com- 
pany’s branch, 203 West Seventy-sec- 
ond Street. Mr. Braham and Mr. 
Swats represented this company at the 
twenty-first banquet of the Rubber As- 
sociation of America, recently held at 
the Waldorf-Astoria, in New York. 


Concrete Association Offices 


At the annual election of officers of 
the Concrete Mixer Association of the 
United States recently held in Chicago, 
Clifford F. Messinger, general sales 
manager of Chain Belt Co., Milwaukee, 
was elected president for the coming 
year. W. B. Knickerbocker of the 
Knickerbocker Co., Jackson, Mich., was 
elected vice-president. A. T. Scannell 
of the Archer Iron Works, Chicago, was 
elected treasurer. H. E. Smith, presi- 
dent of the T. L. Smith Co., Milwaukee, 
Wis., was made chairman of the execu- 


tive committee, while P. A. Koehring, 
secretary of the Koehring Machine Co., 
Milwaukee, Wis., and Z. W. Carter, 
sales director of the Austin Machinery 
Corporation, Chicago, were elected 
members of the same committee. The 
installation of officers took place at a 
dinner given by the Association at the 
Atlantic Hotel, Chicago, on Friday 
evening, January 28th. 


Penn. Rubber Co. Officers 


At a recent meeting of the board of 
directors of the Pennsylvania Rubber 
Co., Jeannette, Pa., the following offi- 
cers were elected for the ensuing year; 
President, Charles M. DuPuy; vice- 
president and general manager, Seneca 
G. Lewis; assistant general manager, 
George W. Daum; treasurer, A. H. 
Price; general sales director, James Q. 
Goudie; secretary, George W. Shiveley. 
The board of directors will be headed 
by Herbert DuPuy and has the follow- 
ing members: Charles M. DuPuy, 
Seneca G. Lewis, George W. Daum and 
A. H. Price. 

The Chicago Flexible Shaft Co. has 
opened a factory in Toronto, Canada, 
which is in charge of L. F. Fitzpatrick. 


NORTHFIELD, Wis.—The Hagen & 
Larson Co. has been incorporated with 
a capital stock of $50,000 by A. M. 
Hagen and others. Catalogs requested 
on a general line of hardware and auto- 
mobile accessories. 
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Hardware Notes 


Herbert Field, treasurer, Congdon & 
Carpentry Co., Providence, R. I., whole- 
sale hardware, and one of the most con- 
spicuous figures in the New England 
hardware distributing field, died re- 
cently, at his home, in his sixty-fourth 
year. Mr. Field also was president, T. 
W. Rounds Co., Ltd., Providence. 


The American Engineering Co. and 
the White Eagle Mfg. Co., New Britain, 
Conn., cutlery, have merged and here- 
after will be operated under the name 
of the former company. 





George H. Taylor Co., 476 Main St., 
Wakefield, hardware, etc., with a cap- 
ital of $99,000, consisting of 990 shares, 
par $100, of which 450 are issued, has 
taken out a Massachusetts charter. 
George H. Taylor is president and 
treasurer. 


The Fisk Rubber Co. recently an- 
nounced the appointment of F. H. 
Ayers as director of sales. Mr. Ayers 
has been sales manager for the last 
four years and has completed seventeen 
years of service with the company. 

William Wield, who has been assis- 
tant sales manager for three years, has 
been appointed sales manager. 

C. H. Gage and L. N. Southmayd 
have been appointed assistant sales 
managers, and K. S. Chamberlain man- 
ager of export sales. 


James Hay Dead 


James Hay, aged 74 years, and a resi- 
dent of Pittsburgh for nearly his whole 
life, died at Atlantic City, N. J., re- 
cently. Mr. Hay was born in Scotland, 
where he learned the plumbing trade. 
Shortly after he arrived in Pittsburgh, 
he organized the firm of Patton, Dill & 
Hay, which carried on the business of 
plumbing, gas fitting and steam heating 
for some years. Later, the firm was re- 
organized by Mr. Hay buying out the 
interests of his partners, and a corpora- 
tion was formed, known as the James 
Hay Co., which carried on the plumbing 
business in Allegheny and also in the 
East End, Pittsburgh. Mr. Hay was 
active in the formation of the Ruud 
Mfg. Co., makers of the well-known 
Ruud water heaters, and for some years 
was president of the company. He re- 
tired from active business in 1914, and 
has since made his home at Atlantic 
City. Mr. Hay was twice married, and 
is survived by his widow and two 
daughters. 


The Jones Hardware Co., Richmond, 
Ind., is distributing a new catalogue, 
covering their large and diversified job- 
bing stock. About 1000 cloth bound 


copies of 800 pages each will be used. 
A smaller catalogue covers blacksmith, 
auto accessory and garage hardware, 
and about 500 copies will be given shops 
and dealers interested in these lines 
only. 


















































Editorial (‘omment 


Challenges of Change 





tumble us out of our comfortable commonplaceness at the very hours we fancy we are 
most secure, even as a messenger delivers his telegram in the stealthy hours of 
the night. When men are surprised into some necessary action or resolve it is often 
observed that they are not molded from common clay but possess those deeper senti- 
ments and sensibilities of courage and honor and understanding associated inseparably 
with the attributes of greatness. 
q There is no security against change. Change is one of the basic principles of nature. 
It is the only permanent reality that the mind can intelligently grasp. It is inherent in 
the very bone and sinew of man manifesting itself in physical alterations and mental 
attitudes of adaptability. Yet it is the most incongruous of all known facts that man 
has been ironically cast in the réle of Futile Resistance to Change in the surprising and 
mysterious tragedy of life. 
q In the business world changes are often eTected with a decisive directness that would 
be overwhelming were the adaptability of men less sensitive and elastic or their minds 
untrained by the keen vigor of competition. 
q But there comes a time, probably within the span of every generation, when a great 
and revolutionary change, of an economic, social or political nature, is temporarily re- 
tarded by a conspiracy of men and circumstances until it has gathered momentum to 
strike, as a bolt of lightning the decayed roots of a dead tree. 
q Many thinkers believe we are confronted to-day with the necessity of considering 
drastic economic changes. More goods have been produced because of the superlative 
demands of the past six years than the public is willing to buy. Prices are falling but 
wages, we are told, are falling more rapidly, and hence the buying power of the wage- 
earner is declining. ‘ 
q Europe, our best export market, cannot buy the goods we have to sell because it is in- 
debted to our Government to the extent of ten billion dollars and to private American 
creditors for the sum of four billion dollars. 
q During the strenuous and exciting days of war when everything was in the process 
of inflation there was an increase of production. Practically everybody was employed and 
receiving wages. A higher standard of living was attainable to greater numbers per- 
haps than ever before. 
q Those conditions have changed. But the fact remains none the less impressive in spite 
of grim and uncompromising realities, and it has been stated before by students of eco- 
nomic conditions, that if the total annual production could be kept at the level of 1917 and 
1918 the standard of living could be raised to a level where only the irreducible minimum 
would be afflicted with actual poverty. 
q There are apparently defects in our present system of finance that tend to curtail 
production. The American people have not enough clothes, automobiles, tools, house- 
hold utilities or phonographs. The actual needs of Europe represent an inexhaustible 
market for all kinds of merchandise, and requires none of the usual forms of trade 
stimulation. The rest of the world is virtually a virgin field for modern scientific busi- 
ness enterprise. 
q Yet mills and factories, capable of producing goods both necessary and beautiful in 
unlimited quantities, must for the present work only on part time. 
q The business of buying and selling limps painfully for want of proper fitting shoes. 
q As one authority has tersely expressed it: “Our manufacturers are afraid that if they 
use up raw materials and pay wages-.no one will get their money back for them. Our 
actual wealth is gravely diminished by our fear of the loss of the imaginary wealth called 
credit.” 
q Is there not something that can be remedied in our present economic practice? The 
supposition is perhaps natural that our financial system has not changed and adapted 
itself to the rapidity of our mechanical progress. If such indeed is the case does not the 
situation suggest a new method of bookkeeping as an eventual solution of the matter? 
More surprising and revolutionary changes have occurred. 
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Wild Scramble to Finish Work of Session 


Many Important Measures Must Fail of Passage—Rapid Progress 
on Tariff Revision—England to Drop Excess Profits Tax 


WASHINGTON, Feb. 14, 1921. 


ITH but fifteen legislative 

W days left to the present 

Congress, the leaders of 
both houses are making a desperate 
effort to jam through all essential 
legislation before final adjourn- 
ment at noon of March 4. That it 
will be impossible to clean up the 
slate is now generally acknowl- 
edged and the situation would be 
most serious from the standpoint 
of the welfare of the nation but for 
the fact that President-elect Hard- 
ing has already determined to call 
Congress in extra session soon 
after adjournment. 

So critical is the situation in 
both Senate and House that it is 
exceedingly probable that several 
of the big annual budget bills car- 
rying appropriations for various 
branches of the Government will 
fail of passage in this Congress, 
and will go over to the next session. 
Many other bills are certain to fail 
and to become more or less unwel- 
come legacies handed down to the 
new Congress. 

The record of the short session 
is nothing to be proud of. It is 
like the record of many another 
short session, however, and _ its 
shortcomings are largely due to 
inherent peculiarities of our Con- 
stitution and Congressional rules. 


By W. L. CROUNSE 


With practically unlimited de- 
bate in the Senate—for the cloture 
rule can rarely be enforced, es- 
pecially when the membership is 
so evenly divided between the two 
political parties—it is possible for 
a handful of Senators to prevent 
the passage of almost any measure 
to which they are opposed. They 
do not need to resort to tactics that 
would lay them open to the charge 
of filibustering, but by the exercise 
of their undisputed right to discuss 
at length every pending bill they 
can prevent action on any particu- 
lar measure until the clock strikes 
twelve on March 4. 


Pushing the Tariff Bill Along 


While the two houses are strug- 
gling to force through as much leg- 
islation as possible in the final 
days of the session, the House 
Ways and Means and Finance 
Committees are putting in long 
hours in an effort to complete the 
tentative draft of the projected 
Tariff Bill in order that it may be 
ready for introduction when the 
new Congress assembles. In spite 
of many obstacles, steady progress 
has been made, especially by the 
Ways and Means Committee, and 
soon after the new Congress meets 
the country will have an opportu- 
nity to get an accurate line on the 
proposed revision, as it is Chair- 
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man Fordney’s purpose to make 
public the text as soon as it is 
ready for formal introduction. 
Tremendous pressure is being 
brought to bear upon Congress to 
hasten the passage of the tariff re- 
vision bill, and the Senatorial lead- 
ers are discussing the possibility 
of placing the new law on the 
statute books as early as July 1. If 
this is done it will break all records 
for fast work in the overhauling of 
the tariff law, and I shall be very 
much surprised if the new bill ac- 
tually becomes a law before Aug. 1. 


Big Increase in Unemployment 


One of the chief arguments in fa- 
vor of early action now being 
urged by the protectionists is the 
recent rapid increase in unemploy- 
ment as shown by official figures 
gathered by the United States De- 
partment of Labor. These figures 
are undoubtedly disquieting but 
the results can not be entirely at- 
tributed to the present low rates of 
duty. 

The survey of the Department of 
Labor occupied a full month and 
was recently made public. The 
summary for the United States, 
which embraces an actual survey 
of the most important districts and 
careful estimates in those not ac- 
tually visited by agents of the De- 
partment, is as follows: 
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Comparative information from 
35 States and the District of 
Columbia indicates the num- 
ber employed in industry in 
January, 1920 

The number employed in in- 
dustry in January, 1921.... 


9,402,000 
6,070,648 
3,331,352 


Reduction in employment 
Estimated unemployment in 
the State of Mississippi 
(not included above)...... 
Estimated unemployment in 
the State of Alabama (not 
included above) 
Estimated unemployment from 
41 leading industrial cen- 
ters in the States of Ar- 
kansas, Oklahoma, Louisi- 
ana, Texas, Montana, Idaho, 
New Mexico, Arizona, Utah, 


35,000 


40,000 


Nevada and Kansas....... 67,112 
RUMME het 33 cork ne cee 3,473,466 


Low Tariff in Part Responsible 


It will thus be seen that there 
are now practically 3,500,000 idle 
workmen in the United States, 
which the protectionists declare is 
not a very good showing for the 
Underwood-Simmons Tariff Law. 
Attention is especially drawn to 
the fact that the year 1920 is the 
first year since the enactment of 
this law that its schedules have had 
an opportunity to become fully 
operative. 

During the war the interruption 
of commerce acted as a sort of ar- 
tificial barrier, but during 1920 
water transportation was practi- 
cally normal, with the result that 
five and a quarter billion dollars’ 
worth of foreign merchandise en- 
tered American ports. The high 
protectionists insist that there is 
a very close relation between these 
colossal importations and the fact 
that three and a half million 
American workmen are now idle. 

Only a year ago the mills and 
mines were teeming with activity. 
Everybody who wanted to work 
was employed at high wages and 
the country was enjoying an amaz- 
ing degree of prosperity. Then 
the Underwood-Simmons Law be- 
gan to operate, according to the 
high protectionists, and foreign 
products, including those of the 
mine, the mill, and the farm, were 
rushed into this country, either 
without the payment of any duty 
whatever, or at such low rates of 
duty that neither adequate protec- 
tion nor adequate revenue were 
afforded. Increased importation of 
foreign goods, it is contended, 
means decreased production of do- 
mestic goods which in turn results 
in the unemployment which the De- 
partment of Labor has now re- 
ported. 

There is much to be said in sup- 
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port of the contention of the high 
protectionists, but mo man, unless 
engaged in making a political 
speech or in writing a partisan edi- 
torial, would be foolish enough to 
claim that the conditions of to-day 
are wholly due to the Underwood- 
Simmons Tariff Law. To take such 
a position would be to ignore the 
fact that the greatest war the 
world has ever seen is but just 
over and the United States, to- 
gether with the other nations of the 
world, is passing through a period 
of readjustment. 

Prices have been driven higher 
and higher until finally the con- 
sumer has revolted and has stopped 
buying. Construction has _ been 
halted, mills are idle for lack of 
orders and retailers in many lines 
are busy only in marking down 
their stocks of goods and seeking to 
induce the public to resume buying. 

The Underwood-Simmons Tariff 
Law has very little to do with this 
situation, but there can be no doubt 
that its comparatively low rates of 
duty have recently afforded a very 
excellent opportunity for foreign 
manufacturers to ship their sur- 
plus products into the only coun- 
try that is at all likely to be able 
to absorb them. The competition 
of this foreign merchandise 
shipped here to be sold at low 
prices has unquestionably  dis- 
placed many million dollars’ worth 
of domestic goods, and has there- 
fore contributed to render the in- 
dustrial situation more acute and 
to increase the unemployment. 


Shrinkage in Value of Farm Products 


As the greatest fluctuations in 
the prices of commodities during 
the past year have occurred in 
farm products, the Department of 
Agriculture has made a survey to 
determine the measure of the de- 
clines and gains and the net 
shrinkage, 

The value of farm crops of 1920 
and of the farm animal products 
and animals sold and slaughtered, 
as finally determined by the Bureau 
of Crop Estimates, is $19,856,000,- 
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000, or $5,105,000,000 below the to- 
tal of 1919. The drop is almost en- 
tirely confined to crops. Among 
the chief declines in value are: 
Corn, $1,662,000,000; cotton lint 
and seed, $1,300,000,000; wheat, 
$854,000,000; hay, tame and wild, 
$325,000,000; tobacco, $248,000,000, 
and oats, $161,000,000. 

On the other hand, as many as 
ten crops gained in value, the chief 
of which are oranges, with a gain 
of $32,000,000, and sugar beets, 
$24,000,000. Other items of gain 
are cabbage, $11,000,000; cowpeas, 
$10,000,000; sorghum cane sold and 
syrup made, $7,000,000. Small 
gains were made by soy beans, 
sugar-beet seed, maple sugar and 
syrup and onions. Apparently, the 
products of the farm wood lot have 
gained -$223,000,000 in value in the 
comparison with 1919. 


Crop Value Loss Is Biggest Item 


After offsetting gains against 
losses, the net crop-value reduction 
in 1920 below 1919 is $4,868,000,- 
000, while only $237,000,000 is 
found in the total of farm animal 
products and farm animals sold 
and slaughtered. The wool decline 
is as yet unrealized, but it is 
reckoned at $37,000,000. Of the 
animals sold and slaughtered, the 
decline for cattle and calves is 
$223,000,000, and for swine $427,- 
000,000. But on the other side of 
the account, dairy products gained 
$311,000,000 and poultry raised and 
eggs produced, $160,000,000. 

It is the rule that, in the upward 
and downward movements of 
prices, farm animals and animal 
products lag behind crops. So ex- 
treme was the lag in the price of 
animals and. animal products in 
1920, on account of the extraordi- 
nary fall in the prices of crops 
within a short period of time, that 
the total crop value of 1920 is 
reckoned to be only 56-per cent of 
the total value of all farm products. 
In the estimates for a long series 
of years, this is the first crop value 
estimate that has fallen below 60 
per cent of all products. 


Great Britain to Drop Excess Profits Tax 


REAT interest has been caused 
J in Congress by the action of 
the British Government in decid- 
ing to drop the excess profits tax, 
which the British Chancellor of the 
Exchequer, J. Austen Chamberlain. 
announced a few days ago wiil 
speedily be withdrawn. But Mr. 
Chamberlain went further. 
He not only declared that this 
tax would be abolished, but he 





added that no new burden would 
be placed on the British public dur- 
ing the coming year. There might, 
he said, be a new schedule of du- 
ties to prevent dumping or to meet 
the depreciated exchange of for- 
eign countries, but there will be no 
new tax on business. 

The excess profits tax will not be 
instantly repealed, however, but all 
concerns which were in existence 
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in August, 1914, will continue to 
pay for seven years from that date. 
Concerns which have gone into 
business since the beginning of the 
war will pay no tax after that cov- 
ering the year which ended Dec. 
31 last. 

Under this arrangement, busi- 
ness houses which were going con- 
cerns when the war broke out will 
pay the excess profits tax for the 
calendar year 1921, but all others 
will cease paying this tax after 
they have met their obligations for 
the calendar year 1920. 


Government Glad to Be Rid of Tax 


In explaining the situation which 
has brought about the abandon- 
ment of the excess profits tax the 
Chancellor declared that the ex- 
traordinary conditions now prevail- 
ing appeared to call not only for 
the elimination of this tax but for 
the promptest possible announce- 
ment to the public of the Govern- 
ment’s intentions. The war left 
England a debtor nation, he said, 
but the country had made amazing 
progress, had transformed the 
deficit into a balance on the right 
side, and had even begun to redeem 
its obligations to foreign nations. 

The excess profits tax he roundly 
denounced. From the first, he said, 
it had tended to encourage extrava- 
gance and discourage enterprise, 
but the Government had believed 
that it must be retained until the 
crisis in the financial affairs of 
Great Britain had been passed. 
The situation to-day justifies the 
repeal of this obnoxious impost, 
and the Government, therefore, 
hastens to drop it. 

Congressional leaders on Capitol 
Hill regard the action of the 
British Government as most sig- 
nificant, and it is easy to see that 
they are being spurred on to hasten 
the repeal of our own excess profits 
tax which, -while a large revenue 
producer, has had the same demor- 
alizing effect upon American busi- 
ness, especially since the signing 
of the armistice, that has been 
noted in connection with the cor- 
responding tax of Great Britain. 

Every day’s news confirms the 
Ways and Means and Finance Com- 
mittee leaders in their determina- 
tion either to repeal this tax in 
toto or to so revise it as to relieve 
the great majority of business con- 
cerns of its blighting influence. 


If any of its provisions are re- 
tained the leaders intend that the 
character of the measure shall have 
been so modified that it will no 
longer injuriously affect conserva- 
tively managed corporations that 
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are now carrying the lion’s share 
of this burden. 


Revival of War Finance Corporation 


The recent action of Congress in 
reviving the War Finance Corpora- 
tion is proving a strong stimulant 
to business both directly and indi- 
rectly. Commercial, financial, and 
industrial organizations through- 
out the country are again prepar- 
ing to use the facilities of the cor- 
poration and nearly one hundred 
inquiries and preliminary applica- 
tions for money have been made. 

The first formal application for a 
loan of $10,000,000 for one year to 
export condensed milk and other 
dairy products to England and 
other European points has been ap- 
proved by the corporation. This 
approval has not only benefited a 
large number of producers and 
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banking institutions in the eastern 
and middle western states, but is 
likely to result at once in further 
negotiations with the corporation 
by the representatives of other in- 
terests seeking loans. 

Officials of the War Finance Cor- 
poration decline to furnish details 
as to the identity of the many ap- 
plicants for loans now under con- 
sideration, but it is stated that the 
products in question include al- 
most every form of raw material 
and manufactured article produced 
in the United States. These goods 
are to be shipped to the four cor- 
ners of the earth and will make 
heavy drafts on stocks on hand. 
This should create increased em- 
ployment in many industries which 
in turn will provide increased pro- 
duction and a greater consumption 
at home. 


A Comprehensive List of Exports 


MERICAN business firms now 

have orders for locomotives, 
lumber and general merchandise 
for France; for automobiles for 
Bulgaria; for acid phosphate and 
farm tractors for Czechoslovakia; 
for farm tractors to Jugoslavia and 
Poland; for general merchandise 
for Argentina, Chile and Australia; 
for locomotives for China; for au- 
tomobile trucks for Brazil; for 
railroad equipment, underwear and 
electrical apparatus for Cuba; for 
planting seed for Mexico; besides 
cotton, lumber, grain, flour, oil and 
foodstuffs to many countries. 

There has been much misunder- 
standing as to the powers of the 
War Finance Corporation under 
the revival of that organization by 
joint resolution of Congress. The 
corporation cannot approve loans 
for domestic transactions. 

But business generally is coming 
to understand, or, if it does not, it 
should understand, that when loans 
are approved for export business, 
the exporting that follows takes 
goods and materials out of the 





THE NATION’S 
BUSINESS 


The Washington Letter 
each week contains the in- 
ner workings of our gov- 
ernment and is of vital im- 
portance to all retail deal- 
ers in the United States. 











‘United States so that other goods 


must be manufactured and ma- 
terials must be used to provide for 
domestic consumption to take the 
place of the exported goods and 
materials. As an official of the 
War Finance Corporation ex- 
pressed it to the writer: 


How the Farmers Are Benefited 


“It may be difficult and possibly 
impracticable for individual farm- 
ers, for instance, to obtain funds 
from us, for the reason that farm- 
ers as a rule have no contracts 
with Europeans or others abroad. 
Before they call on us they must 
have actual contracts to export 
their products to foreign countries. 

“But the benefit that farmers or 
other individual producers can re- 
ceive through our operations lies in 
the fact that large banks can come 
here for assistance and obtain it to 
export farm products or manufac- 
tured products, if they or the 
people with whom they are dealing 
have contracts and thereby reduce 
the surplus in this country. Cattle 
products are very much below the 
cost of production. {[f an export 
business grows up in these, the 
farmer will be benefited directly. 

“We do not extend credit for 30, 
60 or 90 days. The commercial 
banks and the Federal Reserve 
Bank do that. We only extend 
long-time credits, for from five 
months to two or three years. New 
credit associations are _ being 
formed to handle such business. 
There are now five or six in New 
York City and these are coming to 
us.” 


Sela 
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Freight and Passenger Rates to Drop 


ry\HE most experienced observers 

ii of national affairs in Wash- 
ington are now predicting that in 
the near future—not within a 
month or two but before the end of 
the present year—railroad freight 
and passenger rates will begin to 
decline. It is true that the roads 
have not generally earned their 
guarantees under the Esch-Cum- 
mins Law, but the belief is gaining 
ground that they will soon begin to 
do so, and that even before the 
carriers are able to make ends meet 
they will seek to stimulate an in- 
creased volume of freight arfd pas- 
senger traffic by cutting rates. 

The stubborn attitude of railroad 
labor in refusing to accept any re- 
duction in wages is counted upon 
to give way to the counsels of the 
more conservative element in labor 
circles, especially as the downward 
trend in the cost of living is daily 
becoming more apparent. The dol- 
lar is slowly coming back to its 
pre-war purchasing power as the 
natural result of the pressure of a 
sound economic law. A well 
known railroad executive puts it 
thus: 

“It is impossible to resist the 
working of that law. The Govern- 
ment can’t prevent its operation; 
the producers can’t, and labor 
can’t. ‘ 

“We might as. well try to dam 
the tides as to stop wages from 
falling. We are working back to 
normal—all of us—and until the 
dollar will purchase 100 cents 
worth of labor as well as 100 cents 
worth of commodities, we can not 
expect normal times.” 


What the Railroads Are Aiming At 


Another railroad man in dis- 
cussing the situation declares that 
“the railroads want to reduce 
freight rates and fares and will do 
sO aS soon as they can get their 
financial affairs in such shape as to 
permit it.’ When the Interstate 
Commerce Commission granted in- 
creased rates last August, it be- 
lieved the new schedule would en- 
able the roads to pay their in- 
vestors dividends at the rate of 6 
per cent a year. Instead, the rail- 
roads, during December, were 
earning at the rate of only about 
1% per cent per annum. 

While this is a very discouraging 
showing, the most experienced 
Government officials believe that 
the reason why the railroad income 
has declined so sharply is that the 
traffic is being taxed more than it 


will bear. Very few people are 
traveling, less goods are being 
shipped than would be the case 
were the rates lower, and it is be- 
lieved that a reasonable reduction 
would provide a larger net revenue. 

What the roads are seeking to do 
is, first, to reduce operating ex- 
penses including wages to the 
minimum compatible with safety 
and with fair treatment of em- 
ployees as measured by the stand- 
ards of other industries, and, 
second, to increase the volume of 
traffic by making the rates more at- 
tractive to shippers and less bur- 
densome to the public. A reason- 
able downward revision of the pay 
schedules is one of the first steps 
to be taken and with this accom- 
plished without serious  contro- 
versy the rest will be easy. 

No one here believes that a 
strike of any serious proportions 
will result from the efforts of the 
carriers to reduce their labor cost, 
especially in view of the fact that 
any interruption of traffic at this 
time would have a most disastrous 
effect upon such labor as is em- 
ployed in other industries, and 
would enormously increase the ex- 
isting unemployment. 


COMING HARDWARE 
CONVENTIONS 


ONTARIO RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Hamilton, Ont., Feb. 14, 15, 16, 17, 
1921. Association headquarters, Royal 
Connaught Hotel. Exhibition head- 
quarters, Armories Building, James 
Street North. W. F. Macpherson, sec- 
retary, Prescott, Ont. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 15, 16, 17, 1921. 
Le Roy Smith, secretary, 112 Market 
Street, San Francisco. 


ILLINOIS RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, IIl., Feb. 15, 
16, 17, 1921. Leon D. Nish, secretary, 
Elgin. 


MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1921. H. O. 
Roberts, secretary, Metropolitan Life 
Building, Minneapolis. 


OuI0 RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Colum- 
bus, Feb. 15, 16, 17, 18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibi- 
tion in Memorial Hall. James B. Car- 
son, secretary, Dayton. 


CONNECTICUT HARDWARE ASSOCIATION 
CONVENTION, Hotel Taft, New Haven, 
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Feb. 16, 17, 1921. Henry S. Hitchcock, 
secretary, Woodbury. 


NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1921. George A. 
Fiel, secretary, 10 High Street, Boston. 


IowA RETAIL HARDWARE ASSOCIATION 
AND EXHIBITION, Des Moines, Feb. 22, 
23, 24, 25,1921. A. R. Sales, secretary- 
treasurer, Mason City. 


SoutH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Sioux Falls, 
Feb. 22, 23, 24, 25, 1921. H. O. Rob- 
erts, secretary, Metropolitan Life Build- 
ing, Minneapolis, Minn. 


New YorRK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Rochester, Feb. 22, 23, 24, 
25, 1921. Hotel headquarters, Powers 
Hotel. Exhibition at Exposition Park. 
John B. Foley, secretary, 607-608 City 
Bank Building, Syracuse, N. Y. 


VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Petersburg, Feb. 22, 
23, 24, 1921. Thos. B. Howell, presi- 
dent and acting secretary, Richmond, 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 


rillo, Tex., May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Del- 
hart, Tex. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 


AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., May 11, 12, 13, 1921. Hotel 
headquarters, Marlborough - Blenheim. 
F. D. Mitchell, secretary-treasurer, 4106 
Woolworth Building, New York City. 


SoUTHERN HARDWARE JOBBERS’ As- 
SOCIATION CONVENTION, Atlantic City, 
N. J., May 11, 12, 18, 1921. Hotel head- 
quarters, Marlborough-Blenheim. John 
Donnan, secretary-treasurer, Richmond, 
Va. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibi- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Great Southern Hotel, Gulfport, June 
14, 15, 16, 1921. E. R. Gross, secretary, 
Agricultural College. 


SupERIOR, Wis.—Peter Skamser has 
sold his interest in the Grand Rapids 
Housefurnishing Co., 1301-1303 Tower 
Avenue, to the remaining members of 
the firm. 


WISCONSIN RapPips, Wis.—The Nash 
Hardware Co. will remodel and erect 
an addition to its building. 
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If You Want Some “Better Business Medicine” Just 
Look Over This Group of Live Merchandising Ideas 


“Pin a Dollar on Me” 


No. 1 (2 cols. x 10 in.) 

Would you like a crisp, new dollar 
pinned on you? Wouldn’t all your cus- 
tomers like fresh dollar bills, right from 
Sam’s Bureau of Engraving, pinned on 
them? Does a duck like water? 





A DOLLAR FOR YOU 


On the two coming Dollar Days, 
January 19th and 20th 


we will give a Brand New 
DOLLAR BILL to Every 
Purchaser 


of merchandise in our store, in any department, 
on every cash sale amounting to ten dollars or 
over; a one dollar bill on each ten dollars pur- 
chase value. This applies to 


Hoosier Kitchen Cabinets 

Hoover Suction Sweepers, 

Chambers Fireless Gas Ranges é 
Geyser and Crystal Electric Washers 


and every other article in our big stock of 
Hardware and House Furnishings 


We don’t know of anything that is worth 
a Dollar—quite as much as—the Dollar itself. 
We have hundreds of articles that we might 
advertise to sell for One Dollar—that always 
sell for One Dollar—without the advertising. By; 
specifying a few of these articles we might in- 
crease the number of our One Dollar sales, but 
without any particular advantage to you. 
Dollar Day is-Your Day 
and the more advantageous we can make it for 
you the better. In no way can we see a method 
of making it more so than by 
Handing You the Dollar 
on January 19th and 20th we will pin a bright, 
crisp new dollar bill to every cash sale ticket 
amounting to ten dollars.. 
Your Dollar is Waiting 
all you have to do is— 
Come and Get It. 














Visualizing the “10 per cent” reduction. 


It has been left for Wm. Ludlum, 
advertising director of Howard’s Hard- 
ware Store, Mt. Vernon; N. Y., to 
visualize the 10 per cent reduction, We 
hear of so many sales, of so many re- 
ductions, see so many per cent marks 
that in common with the rest of the 
buying public the per cent mark has 
got all the polish rubbed off it and we 
can even look 50 per cent in the face 
without blinking or reaching for our 
trusty wallet. 

But a bill—a dollar bill—that’s some- 
thing else again. It’s funny how much 
more a dollar bill means than 10 per 
cent. Perhaps the simile of the story 
and the “movie” explains the differ- 
ence. We often read the story without 
being unduly thrilled, but when the 
“movie” man visualizes the cold words 
on the screen, how much more realistic 
it is! 

Believe us, you’ll hear Mr. Ludlum 
telling how all the clerks went home 
with sore thumbs on January 19 and 20 
from pinning dollar bills on, sales 
tickets! 

The Howard ad explains this unique 
merchandising idea and explains it very 
well. Read it over and let the idea 
sink in, and then trot down to your 
bank and lay in a supply of $1 notes 
against a couple of “dollar days” you’re 
going to stage in the near future. 

Note, gentlemen, that the ad dis- 
tinctly states that: “This applies to 
every article in the store’s big stock of 
hardware and house furnishings.” As 
far as we can see, nothing is exempted. 


Taking a Leaf Out of the Mail-Order 
Book 


No. 2 (2 cols. x 6 in.) 

Not every hardware dealer takes it 
out on the mail-order man by cussing. 
Some prefer to take his money away 
from him, figuring that this procedure 
beats even the choicest brand of 
cussing. 

Here is a big merchandising idea 
from A. H. Winslow, Bennington, Vt. 
It’s got more “teeth” in it than any 
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other plan we ever saw for beating the 
mail-order man. 

Just stop a moment and read the ad. 
Now don’t you see that this idea makes 
Winslow’s hardware store as big as the 
biggest catalog house on the face of 
the earth! 








Build Now ! 


HAD YOU REALIZED that now 
is a most favorable time to build 
that home? 


Labor is plentiful. Material of 
practically all kinds is consider- : 
ably cheaper than it has been for 
a long time and the worst of win- 
ter will soon be past. 


BUILD NOW and have the home 
that you have wanted so long and 
incidentally give employment to 
many laborers who are needing it. 


THEN remember us for the 
hardware—we will do our’ part 
toward keeping the cost down. 


sTonre~ 


ALLACE 


‘wGOOD SERVICE 


CULL.IWAIN & 





A real way to boost builder’s hardware. 
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Did You Know’ 
That If lils 
Hardware 


And WINSLOW Hasn’t Cot It 
He Can Get If For You 





9, 
If It’s Made? 
| We are just completing an upto-date catalog sya- 
tem and have igamediate access to hundreds of crtalogs 
vering prvtti¢ally everything in Hardware, Tools, 


' Mill Suppfies, Farm and Garden Implements, Poultry 
Supplies, Kitchenware, etc.—from Windmilis to Brass 
Tacks be 

| We invite you to make use of this branch of ser- 

e when in search of something not usually carnied in 
stock 

We assure you of our courteous and personal at- 

| tention to each individual want. 


A. H. WVINSLOW 


215 Mam Street. Phone 383-M. 

















One on the mail-order houses, 


A customer has m6 reason for 
patronizing a mail-order house after he 
reads this ad, for he then realizes that 
through this service offered by his local 
hardware store he has immediate ac- 
cess to a variety of merchandise, even 
greater than the biggest catalog house 
can offer. 

If he doesn’t see in the store’s physi- 
cal display what he wants, he can see 
it in the catalog display, and inasmuch 
as he can see no physical display when 
dealing with the catalog house, it 
doesn’t take much figuring to see that 


the local store has it all over the mail 


seller, 

The Winslow people have been fol- 
lowing out this plan for some time, but 
this is the initial advertising of the 
idea, and of course the idea must be ad- 
vertised to develop it to the fullest 
extent. 

The Winslow people point out the 
fact that the average hardware dealer 
overlooks this opportunity, or, at least 
does not feature it. That’s the point 
—take the idea, organize it, and make 
it a comprehensive service, easily got 
at and as easily understood. 

In a later issue we will report the 
progress made by the Winslow store 
in advertising this idea. They expect 
not only to win the approval and good- 
will of their present customers, but to 
interest new buyers as well. 


Stirring Up Building 


No. 3 (1 col. x 6 in.) 

Here’s another keen merchandising 
idea for builder’s hardware developed 
rd Seull, Swain & Wallace, Sherman, 

ex, 

J. J. Scull of the firm believes at this 
time it is more important to tell why 
building should commence than it is to 
feature the superiority of the lines of 
builder’s hardware carried. When 
building booms, it’s time enough to drop 
back to strictly competitive publicity. 

Therefore, this idea takes up the 
question of labor and materials and 
points out that now is really a favor- 
able time to build. The last paragraph 


HARDWARE AGE 


is short, but to the point, with its prom- 
ise of co-operationg in keeping costs 
down. Surely an @pproach like this 
will do much to rouse building from the 
coma it has been in for the past two 
years. 

Mr. Scull states that his firm is pre- 
pared to show that present building 
costs are below those of six months to 
a year ago. 

Now is the time to get busy with a 
campaign based on the talk in this ad. 
Spring building will soon be under way 
in earnest. 


The Personal Angle 


No, 4 (3 cols. x 8 in.) 

All of us would do well to remember 
that the most interesting thing in the 
world is humanity itself. As Emerson 
said: “Man is a piece of the universe 
made alive.” 

Here is an ad on man and, incident- 
ally on women also, for the female sex 
is represented in the personnel of the 
Payne-Cummings Hardware Co., North 
Adams, Mass. 

The Payne-Cummings Co. want to 
know what we think of this style of 
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advertising. We think it very good and 
the kind of publicity that should appear 
at periodic intervals. Recently the 
manager of a large store told the writer 
that he ran a page ad and featured 
the photograph of the buyer in each 
department. He said that this ad 
caused a great deal of comment and 
proved to be one of the most resultful 
ever used. 

The only criticism we have to make 
of ‘the Payne-Cummings ad concerns 
the omission of captions under the cuts. 
It would have been much more forceful 
to have included the captions. 

The three top cuts are P. J. Cum- 
mings, H. B. Payne and R. R. Lawless, 
respectively, who comprise the firm. 
The other photos show tke clerical, 
office and delivery force. 


John Muntzinger, former president of 
the Leader Washer Co., Convoy, Ohio, 
died the latter part of January. He is 
survived by two sons, Emil and Walter, 
who have been directing the company 
since the resignation of the elder Mr. 
Muntzinger as president. 
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Here Is Our 
Organization 


We aim to please by 
Service, Courtesy and Efficiency 
COME TO US 
for 


Builders’ Hardware 
Cutlery, 


House Furnishings 
Sporting Goods 
Roofings 
Paints and Varnishes 
Brushes 
Automobile Supplies 
Seeds 
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The power of the personal appeal. 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 














Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Feb. 14, 1921. 


N unmistakable dullness con- 
A tinues to hover about the local 

hardware market, The so-called 
general “buying strike” on the part of 
the public is beginning to have its ef- 
fect on the hardware business in a 
slight way. Hardware items being for 
the most part staple and very neces- 
sary, it takes a longer while before any 
economy movement would be felt. Cer- 
tain lines, such as lanterns and bolts, 
are still scarce and seem to be much 
in demand. Other lines are available 
in big lots, but do not seem to be much 
in demand. 

In spite of the fact that business is 
slow, interest on the part of whole- 
salers and retailers is very cheerful and 
healthy. Many inquiries are being 
made by letter, ’phone or in person— 
resulting in most cases in a small order. 

In most hardware lines, and with the 
majority of manufacturers, shipments 
of goods can be made in haste, trans- 
portation facilities are entirely ade- 
quate in most sections, and prompt de- 
livery is assured. Jobbers are able to 
make the same quick delivery as the 
manufacturers. One local jobber ex- 
pressed the opinion that the average 
retailer would be buying more goods 
if it were not for the fact that ready 
shipments are possible. He went on 
further to say that he felt the dealer 
was depending a little too much on the 
speedy service of the jobber in ship- 
ping rush orders upon request. If busi- 
ness should pick up noticeably and as- 
sume real proportions there might be 
a slight jam in deliveries that would 
prove embarrassing to both parties. 

Several retail dealers in districts 
suburban to Greater New York report 
business as rather slow, particularly 
with the higher priced items, but say 
that the public is buying a greater va- 
riety but a smaller quantity of hard- 
ware. One dealer located near the city 
limits has done a very good paint busi- 
ness during the past three weeks, and 
looks forward to a big sale of that line 
in the coming warm season. 

During the past week jobbers’ travel- 
ing salesmen have sent in fairly good 
orders from up-State and from towns 
along the Hudson about fifty miles 
north of the metropolis. Reports from 


NEW YORK 


these men on the road would indicate a 
very strong feeling of optimism among 
the out-of-town dealers. 


Bolts and Nuts.—In spite of the fact 
that the demand for bolts and nuts is 
very good and the local supply hardly 
adequate, prices on some varieties and 
sizes took a decided decline, as will be 
noted in the following paragraph in 
bold face type: 


Common carriage bolts, all sizes, are 
quoted at 40 per cent. Machine bolts, all 
sizes, take a discount of 45 per cent. Coach 
bolts also take 45 per cent. 

Stove bolts, 70 per cent. Common tire 
bolts, 50 per cent. Sink bolts, 70 per cent. 

Hexagon machine screw nuts, iron, 20 per 
cent. Brass, 4/32 to 8/32 in., 50 and 10 per 
cent; 10/32 to 12/32 in., 40 per cent; 14/32 
in., 30 per cent. Lock washers, 40 per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 50 and 10 per cent; % and larger, 
50 and 10 per cent. Lag screws, 40 and 5 
per cent. 

_— bolts, steel, bright finish, 50 per 
cent, 

Iron rivets, 35 and 5 per cent;, copper 
rivets, 50 and 5 per cent; black tinners’ 
rivets, 35 and 5 on new list; tin tinners’ 
rivets, use black list plus $7.25 per 100 lb. 

Butts.—Buying in this item con- 
tinues rather light, as do all other 
articles listed as builders’ hardware. 
It will be noted that the prices on steel 
butts continue firm. 

Narrow steel butts, galvanized, with brass 
pins furnished with screws 1% in., $2.30 per 
doz. pairs; same, 2-in., $2.40 per doz pairs; 
same, 3-in., $4.15 per doz pairs; same, 4-in., 
$8.65 per doz. pairs. ‘ 

Farming Tool Handles.—Stocks of 
the local jobbers are fairly adequate 
for the present interest manifested by 
dealers. 

Hay fork handles, bent, 5 ft., $5 plus 5 
per cent; 6-ft., $7.70 plus 5 per cent; hay 
fork handles, straight, 5 ft., $4.20 per doz. 
plus 5 per cent; 6 ft., $6.70 per doz. plus 5 
per cent. Long handle manure fork handle, 
$4.40 per doz. plus 5 per cent; wooden D 
manure fork handle, $6.90 per doz. plus 5 
per cent. Six-ft. rake handle, $6.20 per doz. 
plus 5 per cent. Shank hoe handle, $3.40 
per doz. plus 5 per cent. Spade handles, 
$7.10 per doz. plus 5 per cent. Malleable D 
spading fork handle, $5.75 plus'5 per cent. 
Wooden D spading fork handle, $6.90 plus 
5 per cent. . 

Farming tool handles generally are quoted 
in this section at discount plus 5 per cent. 
Pick, sledge, hammer and hatchet handles 
are quoted discount plus 50 per cent. Axe 
hand'es, discount plus 60 per cent. 


Galvanized Ware.—A slight change 
will be noted in galvanized sheet No. 
28 gage. Independents are reported to 
have taken off an additional 25 cents 
per 100 lb. Buying has been a little 
better during the past week, but at that 
most jobbers are slightly overstocked. 
New prices are given on pails and tubs, 
possibly to stimulate interest. 
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Galvanized sheet is being quoted: No. 28 
gage, $6.50 to $7 per 100 Ib. Galvanized 
Pails, 8-qt., $5; 10-qt., $5.50; 12-qt., $6.25; 


16-qt., s; Heavy 12-qt. pails, $8; heavy 
16-qt., $11. Wash tubs, No. 1, $15.20 per 
doz.; No $16.80 per doz.; No. 3, $20. 


All these am. are per dozen. 

Glass Drawer Knobs.—This line is 
not particularly active at the present 
time. Most of the buying seems to be 
for “pick-ups.” 


Glass drawer knobs, bolt and nut, nicke? 
plated, %-in., $2 per doz.; same, 1%-in., 
2.40 per doz.; same, 1%-in., $3 per doz. 
Glass drawer knobs, fancy design, brass 
mounting, iron screw, %-in., $2.50 per doz.; 
same, 1%-in., $3.10 per doz.; same, 1%-in., 
$3.40 per doz. Plain giass drawer knobs, 
brass mounting, iron screw, %-in., $2.50 per 
doz.; same, l-in., $2.75 per doz.; same, 1%s- 
= $3.10 per doz.; same, 1%-in., $3.40 per 
OZ. 


Game Traps.—The new prices given 
last week continue, and probably will 
do so for some time. There is very 
little activity centered about this item. 


VICTOR TRAPS—Size 0, with chains, 
$1.71, without chains, $1.34 per doz.; size 1, 
with chains, $2,01, without chains, $1.52 per 
doz.; size 1%, with chains $3.05, without 
chains, $2.44 per doz.; size 2, with chains, 
$4.21 per doz.; size 3, with chains, $7.14 per 
doz.; size 4, with chains, $8.60 per doz.; size 
91, with chains, $3.17 per doz.; size 91%, 
with chains, $4.51 per doz.; size 1 Giant, 
with chains, $2.56 per doz. ONEIDA JUMP 
TRAPS—Size 0, with chains $2.37, without 
chains $1.75 per doz.; size 1, with chains 
$2.75, without chains $2.12 per doz.; size 
14%, with chains $4.12, without chains $3.25 
per doz.; size 2, with chains, $6.50 per doz.; 
size 12, with chains, $7.12 per doz.; size 3, 
with chains, $8.87 per doz.; size 13, with 
chains, $8.87 per doz.; size 4, with chains, 
$10.87 per doz.; size 14, with chains, $11.96 
per doz.; size 91, with chains, $3.75 per doz.; 
size 9114, with chains, $5.25 per doz. 


Lanterns.—Lanterns are very diffi- 
cult to obtain and are very much in 
demand. The prices strangely continue 
firm, in spite of the scarcity. 


Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckeye dash lanterns, $14.75 
per doz. Roadster wagon lanterns, $18.5° 
per doz. De Lite lanterns, $14.50 per doz. 
Little Wizard lanterns, $11.75 per doz. 
Eureka driving lanterns, plain lens, $19 per 
doz. Watchmen’s mill lanterns, enamel! 
finish, $25 per doz. Imperial platform lan- 
terns, $9.75 each. 


Leader Hooks.—Although stocks are 
adequate and the demand only fair, new 
prices are given on leader hooks. 


Leader hooks, wrought Iron, plain, 2-in. 
pipe, 80c. per doz.; for 3-in. pipe, 95c. per 
doz.; for 4-in. pipe, $1.25 per doz., and for 
6-in. pipe, $1.65 per doz. Same, tinned, 
2-in. pipe, $1.20 per doz.; for 3-in. pipe, 
$1.50 per doz.; for 6-In. pipe, $2.50 per doz. 


Linseed Oil.— Linseed in market, 
both domestic and foreign, is showing 
some upward reaction, but as yet the 
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has not been reflected on the 
Prices in car- 


action 
local linseed oil market, 
loads still vary according to the seller. 


Carioad lots, linseed oil, are quoted at 
from 67 to 70c. per In lots of 5 bbl. 
or more, 77c. per gal.; 5 bbl. or less, 80c. 


per gal. Boiled oil is 2c. extra. Double 
boiled oil, 3c. extra. Oil in half-bbi., 5c. 
per gal. additional. 


Nails.—The local supply of nails is 
at present very good, due possibly to 
the fact that the mills have caught up 
on production and that jobbers have 
received a few cancellations, for the 
average demand for nails is very light. 
The prices given in this report are mar- 
ket quotations, but it is rumored that 
the price is a matter of negotiation and 
that prices given here have been cut 
anywhere from 25 cents to $1 per keg. 


For wire nails the prices range from $4.2 
to $5, base, per keg. ‘or cut nails prices 
range from §$6 to $6.50, base, per keg. 

Copper wire nails, 5 lb. to a box, 1 in., 
49c. per Ib.; 1% in., 48c. per Ib.; 1% in., 
2in., 2% in., 3 in., 47c. per Ib. Copper cut 
nails, 5 lb. boxes, 1% in., 50c. per 1b.; 2 in., 
2% in. and 3 in., 49c. per Ib. 


Naval Stores.—There has been but 
little change on naval stores. Very 
little business is done, even in small 
lots. There is no big business. 

Turpentine is being quoted at 60c. per 


gal. Rosin, on the base of 280 Ib. to a 
bbl., yard basis, all grades, is $7.50, with 
the exception of WW, which is $8. Grade 


WG has been quoted by some at $7.75. 
Rope.—The demand for twine has 

been very fair, but there has been very 

little business in rope. Prices are firm. 


Manila rope, 20 cents per Ib. Sisal, No. 1 
grade, 15 cents per lb. Sisal, No. 2 grade, 
3 cents per lb. Hardware grade, manila 
rope, 17 cents per lb. Bot rope, 24 cents 
per lb. Lath yarn, first grade, 12 to 17 
cents per Ib. Jute twine, wrapping, best 
grade, 21 to 24 cents. India hemp twine, 
No. 6 grade, 17 to 20 cents. 


Screws.—Mild but consistent interest - 


holds in this line. Generally speaking, 
the local supply is adequate, though 
some sizes are reported as scarce. 


Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Feb. 7, 1921. 

bigeee leather, textiles, foods, fur- 

niture and clothing, there has 
been no astounding tumble in hardware 
prices. That causes criticism and con- 
sternation in some circles. The simple 
fact that there were much smaller in- 
flations in hardware will explain the 
reasonableness of there being far 
smaller deflations. Ninety-seven per 
cent represents the average advance in 
Chicago hardware items over the period 
of war. During the same time 300 per 
cent advances were common in leather, 
foods, textiles, etc. These commodities, 
of necessity, tumbled fast and far. 
Hardware prices, naturally, drop less 
because they rose to less heights. 

No other industry had a leader who, 
like Judge Gary, held down iron and 
steel prices, and this action kept within 
reasonable bounds most hardware 
prices. Falls from great heights are 
always more astounding and disastrous 
than short drops. While other com- 
modities sky-rocketed, hardware goods 
advanced reasonably and gradually. 
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Assorted wood screws, bright, 12c. per Ib.; 
dowel screws, 1% in., bright iron, 38c. per 
gross; same, 2 in., 55c. per gross; metal side 
knob screws, iron blued, 38c. per gross; 
same in brass, 95c. per gross; assorted iron 
set screws, packed in boxes of 50, $1.10 per 
box; same, in boxes of 100, $2.25 per box; 
hexagon head cap screws, assorted in boxes 
of 50, $1.70 per box; same, in boxes of 100, 
$3.50 per box; flat head, bright, 70 per cent 
and 20 per cent in gross lots, 70 per cent 
and 15 per cent in less than 10 gross lots; 
same, galvanized, 524%4.—15 per cent; round 
head iron screws, blued, 65 per cent and 20 
per cent in 10 gross lots; same, nickeled, 
55 per cent—15 per cent; round head brass 
screws, 571% per cent—15 per cent; flat head 
brass screws, 60 per cent—15 per cent; 
round head nickeled brass screws, 6244 per 
cent—15 per cent; machine screws, iron, 
66% per cent; same, brass, 50 and 10 per 
cent; thumb screws, list plus 30 per cent; 
iron set screws, 6 in., 60 per cent and 10 
per cent; %-in., 60 per cent. 


Shovels.—Prices are steady, stocks 
sufficient and the demand very light. 


Maynard pattern, No. 2 size, solid socket 
shank, high carbon steel, full polished, 
square and round point, D handle, $18.94 
per doz. Round point D and long handles, 
full polished, plain back, No. 2 size, $14.76 
per doz.; same, with square point, $15.78 
per doz.; Bakers’ shovel, black steel blade, 
riveted back, 6-ft. handle, $25 per doz.; 
same, with 8-ft. handle, $27.50 per doz. 


Stove Pipe—Prices are firm and 
probably will continue, as there is little 
or no demand for stove pipe in this sec- 
tion. Possibly the unusually mild 
weather has been a factor. 


Black iron stove pipe, No. 
lengths to the bundle, 4-in., 


28 gage, 12 
2.75 per doz. 


lengths. Same, 5-in., $3.25 per doz. lengths. 
Same, 6-in., $3.75 per doz. lengths. 
Elbows, black iron, No. 28 gage, 1 doz. to 


$2.40 per doz. Same, 5-in., 
Same, 6-in., $3.35 per doz. 


a bundle, 4-in., 
$2.70 per doz. 

Trowels.—Along with other garden 
tools to be sold during the spring sea- 
son, dealers are giving much interest 
and attention to trowels. Prices are 
firm. 


Heavy one piece steel blade, 5% in., half 
polished Kaew enameled maroon stained han- 
dle, $1.25 per doz. 6-in. tinned steel blade, 
black cnameted handle, $1 per doz. 1 piece 
heavy gage cold rolled steel, 11% in. over 
all, blue finish, $2.50 per doz. English pat- 


CHICAGO 


Now, while other lines are plunging 
downward, hardware merchandise is 
walking down stairs and not falling 
from dizzy mountain heights. 

This report has few price changes. 
The market is more stable than it has 
been in weeks. The fairly frequent 5 
per cent and 10 per cent declines are 
almost absent from the new revisions. 

Buying is of a more healthy char- 
acter. For instead of the “won’t buy a 
thing” attitude of retailers in early 
January is found a policy of small pur- 
chases of many items. Tools, wire 
goods, eaves trough, glass, aluminum 
ware and dozens of other items are more 
active. No one is covering long time 
wants, but most retailers are replen- 
ishing stocks on a hand-to-mouth basis. 
Steel goods are showing more spirit. 
Hose is moving a little more freely. 
Lawn mowers are in some demand. 


Automobile Accessories.—Goods are 
moving in small quantities. Prices are 
unshaken. 

We quote from jobbers’ stocks, f.o.b. Chi- 


long-handled standard jacks, 
1 standard jack, $3.25 each. 

foot pumps, $1.25 each; 
36, $2.10 each; Stewart 


cago: DeLuxe 
$8.50 each; No. 
Twin cylinder 
Simplex jack, No. 








81 








tern, 6 in. forge steel blade, polished and 
enameled, length over all 13% in., $3 per 
doz. 6 in. solid socket, forge steei, full 


polish, grip handle, $7.51 per doz. 

Wire Goods.—There is every indica- 
tion of apprehension among local job- 
bers about a possible shortage of high 
grade screen wire cloth when the spring 
season arrives. In spite of this fact 
prices continue firm. 


Square mesh wire cloth, New York nae: 
2 x 2 mesh, $5.50 per 100 Sa. ft.; 2% 2 
mesh, $5.70 per 100 sq. ft.; 3 x 3 mesh, “$5. #8 
per 100 sq. ft.; 4x 4 net $6 per 100 sq. ft.; 
5 x 5 mesh, $6 per 100 Sq. ft.; 6x 6 mesh, 
$6.50 per 100 Sq. ft.; 8 x 8 mesh, $7 per 100 
sq. ft. 

For 50 lineal ft. rolls, add lic. per 100 
sq. ft. 

Add 4c. per sq. ft. for widths narrower 


than 24 in. and wider than 48 in. 
galvanized in stones of 12 
are quoted per 100-lb. lots at: No. 
= 50; No. 17 gage, $11; No. 18 
; No. 19 gage, $12.15; No. 20 
; No. 24 gage, $14. Same, plain, 
2, ‘$7. 50; No. 17 gage, $8: No. 18 
19 gage, $9; No. 20 gage, 
$11. 50. 
a is be ing quoted at $7 per 100 
lb. for both 3 point 4 in. and 4 point 6 in. 
Ribbon wire is $8.75 per 100 lb. Twist wire, 
12 gage, is $7 per 100 Ib 
Dull galvanized screen 
from New York stock, $3.3( 
3 mesh, extra heavy, 
Bright galvanized wire 
(pearl wire), 12 mesh, $4.50 per 100 sq. ft.; 
14 mesh, heavy, $6 per 100 sq. ft. Copper 
wire, 14 mesh, $10. 50 per 100 sq. ft. Poultry 
netting, f.o.b. New York, is 35 per cent off. 
Poultry netting staples in 100 Ib. kegs, $9 
per keg. 


P. S.—Triumph chain took a decline 
of about 10 per cent. Samson jacks are 
now quoted at list net. Wrought goods, 
such as staples and hasps, took an ap- 
proximate decline of 10 per cent. Tacks 
in most sizes took a decline of about 10 
per cent. Brass escutcheon pins now 
take a discount of 20 per cent. 

It will be interesting to note that 
torches and fire pots of standard make 
took a general decrease of about 33 1/3 
per cent a short time ago, and have 
now advanced 10 per cent. 


Annealed wire, 
lb. each, 
16 gage 





24 gage 
3arbed wire 


wire, 12 mesh, 
) per 100 sq. ft.; 
35 per 100 sq. ft. 
and copper edge 
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hand horn, $3.50 each; Howe spotlights, 
$3.90 each; Weed chains, 30 x 3%, $5 per 
pair, with 25 per cent off in lots of one 


dozen pair and 33% off in lots of more than 
one dozen pair; Rid-O-Skid chains, $2 to 





$2.65 per pair; inner tubes, red, 30 x 3%, 
2. gray tubes, 30 x 3%. $2.05 
each; Lyon bumpers, $10.25 each; Bethle- 
hem spark plugs, porcelain type, 36c. to 
58c.; Hercules Giant, 55c. to 60c. each ; 
Hercules Junior, 27c. to 35c.; Hel-Fi stand- 
ard plugs, 42c. to 52c. each; Hel-Fi tractor 


special, 83c. to 97c. each; A. C. Titan plugs, 
58ce. each; A. C. Cico plugs, 48c. each; 
Splitdorf plugs, 70c. to 78c. each; United 
plugs, junior, 40c. each; Bethlehem spark 
plugs, special Ford type, quantities of 10 
to 1500, 46c. to 35c. each; standard porce- 
lain type in same quantities, 56c. to 47'%4c.; 
mica type, 78c. to 65c.; Champion X plugs, 
58e. each; Champion O plugs, 50c. each; 
Champion Heavy Duty plugs, 58c,. each. 


Axes.—Prices are quite steady. Buy- 
ing is in reasonable amounts. 


Alarm Clocks.—Goods are still scarce. 
Jobbers have small stocks and are able, 
by begging for goods from manufac- 
turers, to partly fill orders from re- 


tailers. Indications on prices are 
against any change. 
Builders’ Hardware.—1921 demands 


have not been felt by the jobber. Manu- 
facturers are making up good stocks of 
staple items. Buying is expected to 
open up in this territory soon. Indi- 
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cations are fairly favorable to good 
building when weather permits. 

Chains.—No revisions have been made 
since last week’s announcement of re- 
visions approximating 10 per cent 
downward on coil, halter, machine and 
miscellaneous chain lines. Buying is 
somewhat inactive. 

Clipping Machines.—Spring needs 
are felt and machines are moving quite 
lively. Prices seem strong. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago; Stewart No. 1 ball bearing horse clip- 
per, enclosed type list, $14; top plate, $1.25; 
bottom plate, $1.75; Stewart No. 9 ball- 
bearing shearing machine list, $22; horse 
clipping attachment for shearing machine 


list, $9. Discount on all above items, 25 
per cent. 

Cotton Gloves.—Prices show no 
changes. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Competitive grade knit wrist gloves, 
$1.25 doz.; heavy grade knit wrist gloves, 
$1.70 doz. pairs; heavy cotton gauntlets, 
$2.35 doz. pairs. 


Cutlery.—Stocks are low and full 
lines simply do not exist. Manufac- 
turing is in small volume compared 
with the country’s requirements, labor 
remaining scarce in this field. Prices 
show strength. 

Copper Rivets and Burrs.—The situa- 
tion is unchanged. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Copper rivets and burrs, straight 
sizes, No. 7, 31c, base. 

Eaves Trough and Conductor Pipe.— 
Spring requirements prompt some buy- 
ing in this material. Stocks are larger 
with manufacturers and jobbers, and 
good delivery service may be expected. 
Prices have made reasonable declines 
in the past few weeks, and further re- 
visions are not promised for early fui- 
fillment, at least. 


We quote from jobbers’ stock f.o.b. Chi- 
cago: 29 gauge lap joint eaves trough, 5 in., 
per 100 ft., $5.70; 29 gauge corrugated con- 
ductor pipe, 3 in., $6 per 100 ft.; corrugated 
conductor elbows, 3 in., $1.94 doz. 


Flint Paper.—The market seems 
stable. Stocks are quite complete. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: First quality flint paper, No. 0, $5 
per ream; second quality, No. 0, $4.50 P55 
ream; first quality emery cloth, No. 0, $30 
per ream. 

Files.—Prices are unmoved at the new 
level announced in January. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Nicholson files, 40-10-5 per cent off; 
New American, 50-10 per cent off; Disston, 
50 per cent off; Black Diamond, 40-10 per 
cent off. 

Furnace Scoops.—Prices are strong. 
Demand is not as heavy as it was. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Hollow black furnace scoops, $13 
doz.; riveted polished barn scoops, $18 doz. 

Galvanized Ware.—Standard grades 
of galvanized ware show strength. 
Stocks have been allowed to get very 
low and retailers are beginning to sense 
the need of protecting themselves by 
putting in stocks. Cheaper wares and 
defective goods may be found at slight 
discounts, but good, fresh stocks are 
carrying an unchanged price. It is 
apparent that normal demands will re- 
veal an understock in galvanized pails, 
tubs and cans. 

Glass.—Aside from the slight decline 
in double A strength glass which now 
carries 79 per cent off prices are steady. 
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We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, all sizes, 77 per 
cent off; single strength B, first three 
brackets, 77 per cent off; all sizes, double 
strength A, 79 per cent off; S. P. putty in 
100 lb. kits, $4.90; commercial putty, $4.25; 
glaziers’ points, Nos. 1, 2 and 3, one doz. to 
a package, 85c. per pkg. 


Hatchets.—Stocks are in good shape. 
Prices are unmoved. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 2 extra quality broad hatchets, 
$24.20 per doz.; competitive grade, $17.25 
per doz. and up; warranted shingling 
hatchets, $17.35 per doz.; competitive forged 
hatchets, $10.25 per doz.; No. 20 claw ham- 
mer, steel handled, $6.50 per doz. 


Hammers.—No prices have been 
changed recently. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 11% first quality shingling ham- 
mers, $15.50 per doz.; regular first quality 
16-oz. nail hammers, $14.75 per doz.; com- 
petitive grade nail hammers, $12 per doz., 
polished, and $8 per doz., galvanized finish. 


Hose.—Spring or immediate delivery 
prices are as follows: 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: %-in. good quality moulded reel hose, 
16%c. ft.; %-in. 3-ply duck hose, good qual- 
ity, 16c. ft.; %-in. 4-ply duck hose, good 
quality, 18%c. ft.; %-in. 5-ply multiple 
hose, 14c. ft. 


Ice Skates——Very little movement 
of goods on account of open weather. 


Lanterns.—Prices are steady, leading 
makers announcing there will be no re- 
vision before June 1. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 2 Dietz cold blast lanterns, $14.25 
doz.; with large founts, $15.75 doz.; best 
tubular lanterns, $9.25 doz.; Competition 
lanterns, No. 0 tubular, $7.80 doz. 


Lawn Mowers.—This season’s prices 
are as follows: 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 17-in. Pennsylvania high wheel mow- 
ers, $25.50 each; 17-in. Pennsylvania Junior 
mower, $27.20 each; 16-in. four-knife ball- 
bearing 10%-in. wheel mower, $12.60; 16- 
in. four-knife ball-bearing 10%-in. wheel, 
$10.85 each; 16-in. four-knife plain bearing 
9-in. wheel mower, $9.45 each; 16-in. three- 
knife ball-bearing 9in. wheel mower, $9.45 
each; 16-in, three-knife plain bearing 8-in. 
wheel mower, $7.60 each. 


Nuts and Bolts—No developmtents 
since last week’s rather large declines, 
the second recent drop in this depart- 
ment. 


We quote from jobbers’ stocks, f.0.b, Chi- 
cago: Large sizes carriage bolts, 40-5 per 
cent off list; small sizes, 40-10 per cent off; 
large sizes machine bolts, 50 per cent off 
list; small sizes machine bolts, 50-10 per 
cent off; all stove bolts, 65-10 per cent off 
list; all lag screws, 50 per cent off list. 


Nails—Buying is not as heavy as 
during ordinary times, at this period of 
the year. It seems to be the general 
opinion that there will be no big re- 
ductions in price. 

We quote from jobbers’ stocks, f.0.b, Chi- 
cago: Common wire nails, $4.15 per keg 
base. 

Paints and Oils—Mixed paints seem 
to be steady in price. Raw materials 
are unsettled but changes-are of a very 
slight character. ‘ 

We quote from jobbers’ stocks, f.0.b, Chi- 
cago: Raw linseed oil, five-barrel lots, 83c. 
gal.; boiled linseed, five-barrel lots, 85c. 
gal.; turpentine, full barrels, 88c. gal.; de- 
natured alcohol in full barrels, 75c. gal.; 
= pure white lead in 100-lb, kegs, 13c. 
a Ib. 


Roller Skates.—Open weather has 
made early users and early buying. 
Prices seem firm. 


We quote from jobbers’ stocks, f.0.b, Chi- 
cago: Ball-bearing roller skates for boys, 
2.55 per pair; ball-bearing girls’ skates, 
2.65 pair. 
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Rope.—Prices given here cover the 
manufacturer’s terms and the leading 
local jobber’s price, the latter being 
the lower price. 


We quote from jobbers’ stocks, f.0.b. Chi- 


cago: No. 1 manila rope standard brands, 


19%c, to 20%c.; No. 2, 18%c. to 19i%e.: 
No. 1 sisal rope standard brands, 14% c. to 
15%c.; No. 2, 13%c. to 14%c. 

Steel Sheets—Stocks are in fair 
shape now and most gauges and sizes 
can be had. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: 28 gauge galvanized sheets, $7.10 per 
100 lbs.; 28 gauge black sheets, $5.75 per 
100 Ibs. 

Screws.—Long standing high prices 
continue to rule. 


Solder.—No change in price this 
week or for several past weeks. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Warranted 50-50 solder in full cases, 
25c. lb.; less than case lots, 27c. per lb. 


Sash Cord.—The market seems 
firmer. Manufacturers booked heavy on 
orders during the special low price offer 
of a few weeks ago and now the indi- 
cations rather point to a stiffening in 
quotations. 

Stove Board.—Prices remain firm. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Wood lined crystal stove boards, 24 x 
24, $13.65 per doz.; 26 x 26, $16.05 per doz.; 
28 x 28, $18.85 per doz.; 30 x 30, $21.30 per 
doz.; 33 x 33, $25.50 per doz.; 36 x 36 
$30.50 per doz. 

Sash Weights.—The market seems to 
have settled down to the new and lower 
price of a few weeks ago. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Broken cars, 0 per ton, Chicago; 
full cars direct from factory, $55 per ton, 
f.o.b. factory. 

Wheelbarrows.—Spring requirements 
are now being anticipated. Demand is 
active for barrows. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Common wood barrows, $4 each ; con- 
tractors’ steel tray angle leg barrows, $7 
to $9 each, accerding to equipment; angle 
steel leg garden barrows, $6.50 each; No. 4 
tubular barrows, $8 each. 

Washing Machines.—Business is con- 
siderably more voluminous and orders 
are coming from a wider group of deal- 
ers. Electric machines, it is said, can- 
not become cheaper soon as there never 
were large price advances. Hand and 
water power washers, it is stated, may 
ease off very slightly in price. 


Wire Goods.—Active buying contin- 
ues. Dealers’ stocks have been carried 
very low and practically all retailers 
will have need of goods for spring 
Prices, it is said by manufacturers, 
have been adjusted and are apt 'to rule 
without change for a long period. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Black painted wire cloth, 12 mesh 
March 1 dating, $2.50 per 100 sq. ft.; poul- 
try netting March 1 dating, galvanized 
before weaving, 50 per cent off; galvanized 
after weaving, 45 per cent off; above prices 
are for factory shipment. From stock poul- 
try netting before weaving is 40-10 per cent 
off; after weaving, 40 per cent off; 100 Ib. 
spool galvanzed cattle and hog wire, $5 
per 100 lbs.; No. 8 black annealed wire, 
$4.15 per 100 Ibs.; No. 8 galvanized plain 
wire, $4.85 per 100 Ibs. 


SPRINGFIELD, OHIO.—The Vulcan 
Hardware Co., 119-121 East Main 
Street, in business for 38 years, and 
carrying both a wholesale and retal 
stock, has increased its capital from 
$30,000 to $100,000. Catalogs requested. 
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Office of HARDWARE AGE, 

410 Unity Building, 

Boston, Feb. 12, 1921. 
F URTHER evidence is at hand show- 

ing a tendency toward increased 

dealings in hardware and merchandise 
carried by hardware houses. It al- 
ready has been noted that the shelf 
hardware jobbing houses last month 
did a larger business than reported 
for December, 1920. So far this month 
there has been a further steady in- 
crease in the total volume of bookings 
each day. Retail concerns are still 
buying cautiously, but frequently and 
of a wide variety of things. It naturally 
follows their stocks are small and that 
they are making a quick turnover in 
certain things at least. 

This week an improvement in the mill 
supply business is noted by the local 
wholesale firms. Heretofore, there was 
more or less buying, but chiefly in 
broken package lots. To-day, the buy- 
ing cannot be classified as such. Mill 
supply users either are securing more 
business or have gained more con- 
fidence in the price situation. The 
same can be said of machine shop buy- 
ing, although the latter is still very 
spotty. In the heavy hardware line 
there is comparatively little call for 
standard lines such as iron, steel, bolts 
and nuts, and yet the jobbers profess 
there is a slight improvement as com- 
pared with last month. Taken as a 
whole, therefore, the New England 
hardware situation appears to be on 
the mend. The readjustment of prices 
uamed by the manufacturers, etc., con- 
tinues, but it is going on in an orderly 
fashion and distress signals in manu- 
facturing, jobbing and retail fields are 
few and far between. 

The credit situation remains more or 
less strained, but the banks appear less 
apprehensive regarding the future and 
in some instances are more inclined 
to lend at least some encouragement to 
the one who wants financial aid. Re- 
flecting this attitude on their part, it 
is worthy of notice that collections are 
slightly better, although by no means 
perfectly satisfactory. But there is, 
nevertheless, an inclination on the part 
of a greater number of concerns to 
pay bills more promptly, and this fact 
unquestionably has had a lot to do with 
the improved sentiment in hardware 
circles. 

As a matter of passing interest it 
may be said that the local hardware 
houses won their fight with the tele- 
phone company as regard the doing 
away with the express exchange serv- 
ice. The State authorities have or- 
dered the wire company to continue 
that service which has been a great 
labor saver for the various hardware 
shipping departments. 

Quite a number of the wholesale 
hardware houses this week have been 
having get-together affairs, either in 
the form of a dinner, whist party, etc. 
As a result, the whole hardware atmos- 
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phere appears to be highly charged 
with enthusiasm, and salesmen are out 
on the road working their heads off 
to get business. Such meetings cer- 
tainly are stimulating influences on 
the fellows who go out on the road. 
Ammunition.—The past season was 
satisfactory notwithstanding the high 
prices asked for various kinds of am- 
munition. As a result, local stocks are 
small. At the moment there appears 
great interest among organizations 
interested in trap shooting in the re- 
port that the Government is about to 
place on the market a large number of 
shells. There probably never was a 
period in the history of this country 
when more interest was shown in trap 
shooting than at present, but with it 
all there has been a great deal of fault 
finding with prices charged for shells. 
Naturally the trap shooting organiza- 
tions are looking for cheaper ammuni- 
tion. Hardware interests here are 
wondering what influence the plac- 
ing of Government property on the 
market will have on market values. 


We quote from Jobbers’ stocks: 

Metallic ammunition, 15 and 1% per cent 
discount, f.o.b. Boston. Loaded shells, 15 
and 1% per cent discount, f.o.b. Boston. 
Factory shipments on both kinds, in full 
cases, 18 per cent discount, f.o.b. factory. 

We quote from jobbers’ stocks: Drop 
shot, smaller than B, $2.20 per bag; B and 
larger, $2.45 per bag; air rifle shot, in 
tubes, 100 tubes to the case, $4.35 per case. 

Automobile Accessories.—In spots 
there is noted an improved demand 
for automobile accessories. The market 
is well stocked in a wholesale way, 


‘but it is a different story with the 


retail house. Railroad officials will ad- 
mit that the carriers are meeting with 
more and more competition from trucks 
every day, and that this competition 
will continue to grow as long as freight 
rates remain high. In some instances 
the ‘railroad officials will admit that 
hauling goods by truck is a great deal 
more satisfactory to the average ship- 
per, where it can be done. For in- 
stance, there is no extra hauling charge 
from the factory to the railroad car 
and from the railroad car to the con- 
sumer. Again, there is less chance of 
breakage and resulting long drawn-out 
railroad claims. And again, the chances 
of goods being delivered on specified 
time are greater than they are if the 
freight is shipped by the railroad. It 
is certain, also, that more and more 
people are going into the trucking 
game and that those already in it are 
preparing to expand, in an equipment 
way. It certainly looks as though the 
trucking game was in its infancy, and 
if such is the case, those hardware 
dealers located along the main roads 
of travel, at least, should be able to 
pick up money in selling accessories 
to truck drivers enroute. Passenger 
car registration in Massachusetts has 
started off remarkably well, and there 
is every reason to believe that even 
more cars will be run in 1921 than 
heretofore, all reports to the contrary. 





Bolts and Nuts.—The anticipated re- 
duction in bolts and nuts has material- 
ized. Machine bolts with H P nuts, 
and stove bolts, are 15 per cent lower, 
bolt ends 20 per cent, common car- 
riage bolts 17! per cent, machine bolts 
with C T D nuts 5 per cent, and all 
kinds of nuts 2 cents lower. The new 
prices have failed to stimulate buying, 
although the wholesale trade is con- 
fident that consumers are now of the 
opinion the market is less likely to 
go lower. The trade, therefore, as- 
sumes that business from now on will 
begin to pick up. Local stocks are 
ample for all requirements, consequent- 
ly prompt shipments can be made. 

We quote from jobbers’ stocks: 
bolts with H P 3 


nuts, % x 4-in 
and shorter cut threads, 45 per 
count; larger and longer, 40 per cent dis- 
count; with C T D nuts, all sizes 25 per 
cent discount; tap bolts, list, net; common 
carriage bolts, all sizes, 3742 per cent dis- 
count; Eagle carriage bolts, 50 and 10 per 
cent discount; stove bolts, large lots, 65 
per cent discount, small lots, 55 per cent 
discount; bolt ends, 40 per cent discount: 
tire bolts, 50 per cent discount. 


Machine 
smaller 
cent dis- 


Nuts, H P square blank. and square 
tapped, list, net: C P C and T squared 
blank and tapped, list, plus lc.; extras of 
le. to 5c. per Ib. are charged for less than 
keg lots; semi-finished hexagon nuts, 60 
per cent discount; finished case hardened 
nuts, 60 per cent discount: machine screw 
nuts, iron, list; machine screw nuts, brass, 


25 per cent discount. 
Cultivators——Advance orders are be- 
ginning to come in for cultivators now 
that buyers have made up their minds 
that prices will not be lower this sea- 
son, at least. The rank and file of re- 


tail hardware dealers, however, are 
showing comparatively little interest 
in the market. 

We quote from jobbers’ stocks: Midget, 
$4.20 per doz.; three-prong cultivators, 
$8.40 per doz.; five-prong cultivators, $11.40 
per doz. 


Drills and Reamers.—Some improve- 
ment is noted in the demand for drills 
and reamers, especially the former. 
The buying is more of a hand-to-mouth 
nature, and yet some of the large con- 
sumers are showing interest in what 
to-day appears like large numbers. It 
is reported here that the manufactur- 
ers of the more standard lines of these 
tools intimate that prices will not 
change for some time. It also is re- 
ported they are accumulating stocks 
of the best selling sizes so they can 
make good deliveries, which is some- 
thing that could not be said a year 
ago. 

We quote from Jobbers’ stocks 

Drills.—Carbon, sizes up to 
tapered and straight shank, 40 
discount; bit stock drills, 45 per 


1'4-in., 
per cent 
cent dis- 


count; center drills, 40 per cent discount; 
drills and countersinks combined, 10 per 
cent discount; ratchet drills, list; wood 
boring brace bits, 40 per cent discount; 
high speed, wire gauge and letter sizes, 
plus 10 per cent; straight and tapered 
shank, 1/16 to %-in., plus 20 per cent 
33/64 and larger, plus 20 and 10 per cent; 
all other kinds of drills, 40 per cent dis- 
count. 

Reamers.—Bit stock, 20 per cent dis- 
count; bridge square and T S standard 


makes, 55 per cent discount; chucking, 20 
per cent discount; tapered pins, No. 00 
to No. 5, 40 per cent discount; No. 6 and 
larger, 25 per cent discount; escutcheon 
pins, 30 per cent discount; shell fluted rose 
and socket reamers, list 


Files.—Nothing has developed which 
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suggests any change in manufactur- 
ers’ ideas on selling values. Since the 
first of the year local stocks in whole- 
sale hands have been increased ma- 
terially, and not until now has any real 
improvement in the demand been re- 
ported by them. 

We quote from jobbers’ stocks: Files, 
Nicholson and Black Diamond, 40 and 10 
per cent discount; Great Western Arcade, 
American, 50 and 5 per cent discount; 
Swiss, list plus 15 per cent; Chelsea hand 
cut, list plus 20 per cent. Rasps—Heller, 


70 per cent discount; Superior, 75 and 5° 


per cent discount. 

Glass.—During the past ten days or 
fortnight there has been a better in- 
quiry for window glass, according to 
the wholesale hardware dealers and 
leading glass dealers themselves. 
Prices remain steady and unchanged. 
Those on windshield and plate glass, 
however, are 10 per cent lower, the 
former now being quoted at 35 per cent 
discount and the latter at 75 and 10 
per cent discount. 

We quote from jobbers’ stocks Window 
glass, single A and B, by the box. 7& per 
cent discount; by the light, 80 per cent dis- 
count; double A, 80 per cent discount, dou- 
ble B, 82 per cent discount. 

Vitro-marble glass: 5/16-in., 80c. per sq. 
ft.: 7/16-in., 90c. 

Skylight glass: Rough or rolled, %-in. 
thick, 18c. per sq. ft.; 3/16-in. thick, 22c. 
per sq. ft.; 4%-in. thick, 28c. per sq. ft.; 
wired glass, 35c. per sq. ft. 

Iron and Steel.—As previously in- 
dicated, the demand for iron and steel 
is more or less limited. There is, per- 
haps, less stock owned by metal work- 
ing industries offered in the open mar- 
ket in competition with warehouse 
stocks, which must be admitted as an 
encouraging sign. Warehouse stocks, 
as previously stated, are larger than 
they have been before in some time and 
owners are placing practically no for- 
ward business with the mills. 

We quote from jobbers’ stocks: 

lron,—refined, $3.75 per 100 Ib. base; 
% and 5/l16-in. round and square, $5.50; 
best refined iron, $5.50; Wayne, $8.50; band 
iron, $4.58; hoop iron, $5; Norway, $12. 

Steel.—Soft steel bars, $3.63 per 100 Ib.; 
base flats, $4.50 to $ ; concrete bars, 
plain, $3,63; twisted, $3.75; angles, chan- 
nels and beams, $3.63 to $3.73; tire steel, 
$5 to $5.50; open-hearth spring steel, $6.50; 
crucible spring steel, $12; steel bands, 
$4.33 to $5.25; steel hoops, $5; cold rolled 
steel, $5.25 to $6; toe calk steel, $7. 

Quantity differentials, lots under 1000 Ib. 
of a size, 35c. per 100 Ib.; lots 1000 lb. to 
1999 lb. of a size, 15c. 

Kettles.—Local jobbers have made a 
reduction of about 5 per cent in prices 
on copper tea kettles, having received 
notice of a similar reduction in manu- 
facturers’ lists. 

Kits—One of the New England 
manufacturers of handy kits has cut 
prices $3.56 a dozen, or 291, cents per 
kit, and prices quoted lecally have been 
revised accordingly. 

Lead.—The market on sheet lead has 
declined about 114 cents per Ib. This 
price reduction is the first one an- 
nounced this year, but it will be re- 
called the market was quite soft dur- 
ing the latter part of 1920. It is re- 
ported here the new prices were es- 
tablished in the hope of stimulating 
business, which is quiet. 

We quote from jobbers’ stocks: Sheet 
lead, 11%c. per Ib. base. 

Pipe.—The market on lead pipe also 
is 1'4 cents per Ib. lower. Local stocks 


or. 
fo 


HARDWARE AGE 


are not excessive, yet they are larger 
than they have been before in many 
months. The demand runs to small 
lots, consumers evidently being of the 
opinion the market has not reached 
bottom. 

We quote from jobbers’ stocks: Pipe, 
lead, 101%4c. per lb. base; tin lined lead 
pipe, 2314c. per lb. base; block tin pipe, 
s34oc. per Ib. base. 

Metal Polish.—Another reduction in 
prices quoted on half-pints and pints of 
white Kimball metal polish is an- 
nounced this week by the wholesale 
hardware trade. Prices on gallon con- 
tainers of white and all sizes of red 
polish remain as heretofore. The lower 
prices as noted has stimulated business 
somewhat. 

We quote from jobbers’ stocks: Metal 
polish, white, ™% pts., $1.54 per doz.; pts., 
$2.40; gal., $14. Red, 4% pts., $2.10 per doz.; 
pts., $3.36; gal., $18. 

Pliers.—Nothing in the way of a 
change in prices on domestic pliers has 
transpired since last reports, but gen- 
eral opinion here is that something is 
in the making. Foreign made pliers, 
mostly from France, have been pur- 
chased in fairly large quantities by 
local interests and are expected to ar- 
rive within the immediate future. 
Samples of these pliers compare very 
well with the domestic product of a 
similar nature, and, of course, the price 
also does. 

Kraeuter Goods.—Combination pliers, 54 
in., $1220 per doz.; 6 in., $14.45; 8 in., 
£17.50; 10 in., $21.80. Side cutting pliers, 
1 in., $17.50 per doz.: 5 in., $18.50; 6% in., 
$2015: 7 in., $23.80; 8 in., $26.45. Button’s 
pliers, 6% in., $12.10 per doz.; 8 in., $15.30; 
10 in., $18.50. Common flat nose and com- 
mon round nose pliers, 4 in., $11.10 per doz.; 
14% in., $11.60; 5 in., $12.20; 5% in., $12.80; 
6 in., $14.05. Milliners’ pliers, 444 in., $17.20 
per doz. Electricians’ pliers, 6 in., $25.55 
per doz. Diagonal pliers, 5 in., $22.60; 5% 
in., $24.30; 6 in., $26.55. 

Pumps.—A New England manufac- 
turer of a popular selling bicycle pump 
has announced a reduction of approxi- 
mately 5 per cent in list prices, and 
jobbing quotations have been revised 
as much. The demand for this class 
of pump is fairly good, all things con- 
sidered. 

Putty Knives—One number of a 
line of putty knives, which is used 
fairly extensively throughout this sec- 
tion of the country and is made here, 
has been reduced $1.20 a dozen. Prices 
otherwise are unchanged, 


Pyrox.—Local jobbing interests have 
this week revised downward their 
price on pyrox 10 per cent. 


Roofing Cement.—Some orders for 
roofing cement are being received by 
the jobbing trade, but the market is 
a long way from being active. Prices 
remain as they have for ‘about a year, 
and nothing the manufacturers say 
indicates there will be any change for 
some time. 


We quote from jobbers’ stocks: Roping 
cement in 5-lb. containers, 744c. per pound, 
in 2%4-lb. containers, 8c. per pound. 


Roofing Papers——One of the best 
known brands of tarred felt has been 
reduced $10 a ton. Jobbers’ stocks are 
in fairly good condition, when com- 
parison with those noted six or eight 
months ago is made, but they are not 
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carrying nearly as much as they did 
in average years before the war. In 
the buying for some time there has 
been conservative due to market values. 


Seales.—Local quotations on some 
makes of platform, counter and larger 
scales have been marked up all of 
16-2/3 per cent to conform’ with 
changes made in manufacturers’ lists, 
The demand for large scales is quiet, 
while that for the smaller kinds is only 
fair. 

Scrapers.—A manufacturer of wall 
scrapers, who does considerable busi- 
ness in local wholesale circles, has an- 
nounced a reduction in prices amount- 
ing to slightly more than $1 a dozen. 
Jobbing prices have been marked down 
in a similar manner. 


Screws.—No improvement in the de- 
mand for wood screws is noted. It is 
only fair to state, however, that more 
or less stock is moving from day to 
day. The manufacturers are catching 
up on back orders. A _ shade better 
call for machine screws is noted. The 
local market on coach and lag screws 
is about 5 per cent lower. 

We quote from jobbers’ lists: Wood 
screws, flat head bright, 70 per cent dis- 
count; flat head blued, 70 and 5 per cent 
discount; round head blued, 67% per cent 
discount; flat head brass, 60 per cent dis- 
count; round head brass, 5744 per cent dis- 
count; flat head brass plated, 62% per cent 
discount; round head nickeled, 55 per cent 
discount; flat head nickeled, 55 per cent 
discount; flat head galvanized, 52% per 
cent discount. 

Coach screws, 50 per cent discount; set 
screws, including headless, 50 and 10 per 
cent discount; cap screws, square and 
hexagon, 50 per cent discount; fillister, 20 
per cent discount, flat, round and button 
head, list; lag screws, 50 per cent discount; 
iron machine screws, flat and round head, 
50 per cent discount; fillister, 45 per cent 
discount; flat and round head brass, 40 per 
cent discount; fillister, 35 per cent discount. 

Sheathing Paper.—The local market 
on sheathing paper continues unsettled. 
It is now possible to purchase a very 
good quality of paper at $80 in ton lots. 
This price contrasted with those quoted 
during the peak of the market in 1920 
look very reasonable, but judging solely 
from the present conditions of things 
here there is every indication of a 
further drop in quotations in the mak- 
ing. The unsettled condition of prices 
naturally has curtailed any prospective 


buying. 


Sheets.—If anything, there is a shade 
better movement of sheets. Local 
stocks are so large, however, the im- 
proved demand has made little impres- 
sion on them. 


We quote from jobbers’ stocks: No. 10 
blue annealed sheets, $5.20 per ewt.; No. 28 
black sheets, $6.05 per cwt.; No. 28 galvan- 
ized sheets, $7.40 per ewt. 

Solder.—Some of the prominent pro- 
ducers of solder have announced a drop 
of about 2 cents per Ib. in their prices. 
Jobbing prices have been marked down 


as much. 


Thermometers.—A manufacturer of 
thermometers has issued a new list, 
which shows a decline in prices on its 
round brass, full revolving type, but 
otherwise quotations are as heretofore. 
According to advices received from cer- 
tain other manufacturers it does not 
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appear that prices are likely to change 
for some time at least. 


We quote from jobbers’ stocks: Ther- 
mometers, house, plate glass, 8-in., spirit 
or mercury, $15 per doz.; 10-in., spirit o1 
mercury, $21 per doz. Pasteurizing, 10 deg. 
plus to 210 deg. plus, one each to wooden 
pox, $7.00 per doz. 


Wash Boilers——One maker of tin 
wash boilers has reduced prices 5 per 
cent, and general opinion among the 
jobbing trade is that the others will 
take similar action within the im- 
mediate future. The demand for this 
class of merchandise is only fair, and 
local stocks are small, generally speak- 
ing. 

Weights.—A few orders for fairly 
good sized lots of window weights are 
beginning to filter into this market, 
but generaly speaking, business is flat. 
The building strike in Boston and the 
tendency of other New England contrac- 
tors to reduce wages of skilled build- 
ing crafts from $1 to 90 cents per hour 
makes the outlook for future business 
in window weights rather doubtful, 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Feb. 14. 
ENERAL conditions in the heavy 
iron and steel industry show no 
important changes over those set forth 
in our previous report. The Steel Cor- 
poration price on steel plates since 
March 21, two years ago, has been 
2.65c. at mill, plus the actual freight 
to destination. The price on steel bars 
has been 2.35c. and on structural ma- 
terial has been 2.45c. Recently an im- 
portant independent steel company that 
has large steel works and finishing mills 
in the East, also in western Pennsylvania 
has instructed its salesmen in the large 
cities to scour the purchasing markets 
thoroughly and find out, if possible, 
just at what prices buyers would be 
willing to place orders. This has been 
under way for some little time, and it 
is said that this company has offered 
steel bars and structural shapes at cuts 
in prices of $2 to $4 per ton under the 
prices of the Steel Corporation, the 
prices of the latter interest being re- 
garded as the general market. The 
company is also said to have offered 
Plates at cuts of $4 to $5 per ton. 

So far the Steel Corporation has not 
made any changes in its prices on steel, 
but is adhering rigidly to the complete 
schedule of prices of March 21, 1919, 
and is expected to continue to do so. 
However, should it develop that the 
independent steel companies are cap- 
turing any of the Steel Corporation 
trade by cutting prices, then it is not 
unlikely that the Steel Corporation 
will take steps to protect itself. For 
more than two years the Steel Corpo- 
ration sold its steel products at prices 
ranging all the way from $10 to $20 
and even $40 to $50 per ton under the 
Prices being charged by some of the 
independents, and as a result, when the 
depression came in the steel business, 
Which started early last year, the Steel 
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inasmuch as labor is not taking kindly 
to the wage reduction, as a rule. 


We quote from jobbers’ stocks: 
weights, 4c. per lb.; from the foundry, 
f.o.b. Boston, $3.60 per 100 lb., base sizes. 

Wire Cloth and Netting.—The situa- 
tion in these classes of merchandise 
is unchanged. Jobbers have on their 
books a considerable forward business 
to be shipped within the next month 
or two. The little hardware fellow has 
not entered the market to any degree 
and probably will not for some months. 
There is nothing received from the 
manufacturers which suggests any 
change in prices, in the near future at 
least. 

We quote from jobbers’ stocks: 

Wire Cloth.—Black, from the mill, $2 60 
base, f.o.b. Pittsburgh; from the store, $2.75 
f.o.b. Boston. 

Window Netting.—Galvanized cellar win- 
dow netting, hardware grade, 12 to 24-in., 
6% c. per sq. ft.; 24 to 48-in., 6c. per sq. ft. 

Poultry Netting.—Factory shipments, 40 


Window 


per cent discount, f.o.b. Pittsburgh; from 
the store, 35 per cent discount, f.o.b. Bos- 
ton, 

Wringers.—While the demand for 


wringers is below normal, according to 


PITTSBURGH 


Corporation has been able to operate 
practically to 90 and 95 per cent of 
capacity. 

Operations of the steel plants and 
other industrial works during the week 
show a falling off as compared with 
the previous week. 

The general tendency of prices in 
heavy iron and steel is toward lower 
values. Pig iron, billets, sheet bars, 
and the lighter lines of steel are weak, 
and already are being sold at lower 
prices than those of the Steel Corpora- 
tion. The fact is, that not enough 
new business in steel is coming out to 
tempt the mills, and this is likely to 
be the condition for some time. The 
trade is buying cautiously, and really 
there is no incentive to anticipate needs 
in any line. The only products that are 
being sold for delivery ahead are those 
on which the makers have guaranteed 
prices against decline, and this is done 
on quite a few lines of goods handled 
by the hardware trade. 

The hardware colony in Pittsburgh 
this week is almost deserted, most of 
the retailers, and also some of the 
jobbing houses, being represented at 
the annual meeting of the Pennsyl- 
vania-Atlantic Seaboard Hardware As- 
sociation being held in Philadelphia 
this week. The volume of business 
among jobbers and retailers is holding 
up fairly well, one leading jobber re- 
porting that his sales in January were 
only slightly under those of the same 
month last year. The trade is using 
caution in buying, orders being almost 
entirely to cover actual needs only. 
Prices continue weak, and on some lines 
have been reduced in the past week. 
The long expected reduction in build- 
ers’ hardware has been made, and 
amounts on the average to about 10 
per cent. Jobbers and retailers are 
keeping their stocks as low as they can, 
believing they are serving their best 
interest by doing so. Prompt de- 
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the average hardware jobber, there is 
something doing all the time, and in- 
asmuch as there is no great accumula- 
tion of stocks here, the market has a 
very steady undertone. One of the 
largest manufacturers of wringers in 
this country is in financial difficulties, 
but the feeling exists here that if 
given the opportunity he can weather 
the storm. 


We quote from jobbers’ stocks Mop 
wringers, No. 1, $54 list per doz.; No. 2, 
$30; No. 3, $42; No. 0, $72. Discount 30 
per cent. Brockton wringers, $41.50 per 
doz net. 

Zine.—No change in the price of 


sheet zinc has been noted for a long 
time. Rumors of a change pending 
cannot be substantiated. The demand 
for zinc is not as good as it was in 
former years, possibly because its use 
in roof work, to a large degree, has 
been substituted by other things. There 
is, of course, more or less zine selling 
all the time, but the demand unquestion- 
ably is below normal. 


We quote from jobbers’ 
zine, in full casks, 13%c. per Ib. 


stocks: Sheet 








liveries of goods are being made by the. 
manufacturers, and on no lines of hard- 
ware does any shortage in supply exist. 
There is no betterment in the automo- 
bile trade, and this is reflected in a 
light demand for tires, tubes and other 
supplies. Retail merchants are hope- 
ful that spring trade will be up to 
normal, and already report heavier 
sales of goods that will come into use 
in the next two or three months. 
Automobile Accessories.— No _ im- 
portant changes in prices of automobile 
accessories were made in the past week. 


Bars.— 

We quote from warehouses: Steel bars, 
$3 per Ib. for the base sizes, with the 
usual mill differentials for other sizes 
shafting, rounds, 4.85¢c. to 5.35c.; squares, 
flats and hexagons, 5.35c. to 5.85¢c.; iron 
bars, 3.75c. per lb. base. 

Builders’ Hardware——The long ex- 


pected decline in prices of builders’ 
hardware has come, leading manufac- 
turers in the past week having a gen- 
eral reduction in all grades of about 
10 per cent. The detailed new prices 
are not yet ready for the trade, but will 
be shortly. 4 
Aluminum Ware.—While no general 
reduction in prices of aluminum kitchen 
ware have been made, yet there are 
numerous “special” sales being con- 
ducted by many of the stores on the 
pieces most generally used, and these 
are being sold at low prices. These 
sales embrace tea kettles, stewing pans 
and other popular kitchen goods. 
Bolts, Nuts and Rivets——Makers and 
jobbers say that the recent reductions 
in prices of these goods have not 
stimulated the new demand to any ex- 


tent. Jobbers’ discounts to the small 
trade are as follows: 

Common carriage bolts, small sizes, 50 
per cent off; common carriage bolts, large 
sizes, 40 and 5 per cent off. 


Machine bolts, small sizes, 409 and 5 per 
cent off; machine bolts, small sizes, 50 and 
10 per cent off; coach screws, 50 and 10 
per cent off; tire bolts, 50 and 10 per cent 
off; stove bolts, 70 and 10 per cent off. 























































Sa pny a iat et Weis an 







pts 













en ee 









otc 









86 


Chain.—Prices on proof coil chain, 
as adopted recently by the United 
States Chain & Forging Co., Pitts- 
burgh, are still in effect, and no fur- 
ther reductions in prices are expected 
for some time. The new demand for 
all grades of chain is only fair, both 
jobbers and consumers keeping their 
stocks as low as they can, and still 
taking care of orders promptly. We 
quote steel proof, BB and BBB coil 
chain using 1 in. size for base, at $6.75 
per 100 lbs., f.o.b. Pittsburgh, Pa., as 
follows: 

BBB 
$14.25 
13.25 
11.00 

9.75 

9.50 

9.25 

9.00 

8.90 

8.75 


Size Proof 
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Copper Ware.—There has been a re- 
duction on some kinds of goods made 
from copper, and the general market 
is not very strong. 

Furrier Knives.—These goods being 
imported from Sheffield, England, are 
now being quoted to the trade at 15 
per cent off list. 

Glass.—The new demand at present 
for all grades of glass is quiet, but 
makers are looking for a larger busi- 
ness as soon as spring trade opens up. 
Jobbers are quoting to the small trade 
as follows: 


Plate glass, 70 per cent off list; window 
glass, single strength, 76 per cent A and B; 
window glass, double strength, 78 per cent 


A; window glass, double strength, 80 per 
cent B. 

Paint Goods.—Manufacturers of paint 
supplies report that the new demand 
is a little better and prices are fairly 
strong. Standard grades of linseed oil 
are quoted at 86c. per gal, turpentine, 
95ce. per gal.; white lead, $13 per 100 
lb., with 10 per cent off in 500 lb. lots, 
and ready mixed paints of standard 
quality are held at $3.25 per gal. 

Pliers.—One manufacturer announces 
a reduction of about 10 per cent in its 
line of pliers. 
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Security Ovens and Bakers.—A lead- 
ing manufacturer of this line announces 
a reduction in prices from 10 to 124, 
per cent. 

Japallac.— New list prices were 
adopted recently showing a reduction 
in prices. The former discount was 
33-1/3 per cent, while the new list is 
40 per cent off. 

Sheets.—General conditions in the 
sheet trade show no important change. 

Step Ladders.—There has been a re- 
duction in price of about 10 per cent in 
the higher grade lines of step ladders. 

Torches.—In December last year 
there were material reductions made 
in blow torches, but some makers have 
just announced a general advance of 
about 5 per cent. The former list was 
60 and 25 per cent off, while the new 
list just issued is 55 and 25 per cent 
off. 

Scissors and Shears.—A manufac- 
turer of this line has just announced 
a reduction of about 10 per cent in its 
line of scissors and shears. 

Washing Machines.—There has been 
a material reduction in prices on nearly 
all kinds of washing machines, both 
electric and hand power. 

Wire Chain.—Prices on coil and 
halter wire chain have been reduced 20 
per cent off to the trade. 


Wrenches.—A_ reduction has_ been 
made in one line of combination 
wrenches of about 10 per cent. 

Wire Products—The whole market 
on all kinds of wire products is very 
quiet. The trade is apprehensive that 
prices may go lower, and is buying 
very cautiously. In fact, it is said and 
is likely true, that already there has 
been some shading in mill prices by 
makers that are very anxious for new 
business. Jobbers and retailers are 
keeping their stocks as low as they 
possibly can. 

We quote from jobbers’ stocks: Wire 
nails, $3.75 base per keg; annealed wire, 
base sizes, $3.75 per 100 lb.; galvanized wire, 
$4.45; galvanized barbed wire, $4.60; wire 
brads, 60 and 10 to 70 per gent off list; 


woven wire fencing, out of stock, 50 and 5 
per cent off list. 


CINCINNATI 


Office of HARDWARE AGB, 
604 Mercantile Library Building, 
Cincinnati, Ohio, Feb. 12. 

$s HE hardware trade is more optimis- 

tic than for some time, though by 
an expression of this kind it must not 
be thought that even during the past 
several months there was any doubts 
of the future of the business. Justifi- 
cation for the increased optimism is to 
be found in the fact that business is 
better than it has been recently, and 
while February is usually a dull month, 
to date business is holding up very well 
when compared with the similar period 
last year. 

Dealers report a better retail busi- 
ness, and jobbers state that while buy- 
ing is still being done cautiously, the 
hand to mouth policy in evidence for a 
time is gradually disappearing. Where 


orders for one or two articles had been 
the vogue, they now call for half a 
dozen to a dozen, evidencing the real- 
ization on the part of most dealers that 
business cannot be carried on success- 
fully without having the goods when 
the customer calls for them. 
Unseasonable weather has_ been 
somewhat of a handicap to dealers in 
the sale of winter goods. Stoves par- 
ticularly have not sold up to the mark, 
as the mild weather has done away 
with the necessity for them, gas being 
plentiful all through the _ winter. 
Skates are another poor seller, as up 
to date in this district there hasn’t been 
one day when skating could be indulged 
in. 
While the price trend is downward, 
very few changes can be recorded since 
last report. In one or two instances 
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advances have been made, and it would 
not be surprising, according to some 
hardware men, if advances were made 
in several articles within the next few 
weeks. As a general thing, however, 
the price level is expected to adjust 
itself within the next month or two, 
There have been, up to this time, few 
economies effected in manufactuing 
costs, and it is pointed out that in the 
hardware lines particularly, the cost 
of labor, which is said to be the prin- 
cipal factor, has not been reduced. 
Any reductions in prices are to come 
from lower prices of raw materials, in 
the opinion of hardware men, and will 
not be of a drastic nature. 

Alarm Clocks.—There is very little 
improvement in the alarm clock situa- 
tion. Manufacturers are still far be- 
hind on shipments, and jobbers have 
been notified that goods will be allotted 
based on prior shipments. Stocks are 
very low and prices firm. 


Axes.—Some interest is still being 
shown in axes. Expected price ad- 
vances have not materialized to date, 
and later information would seem to 
indicate that possibly they will not be 
put into effect for some time. 

Jobbers quote 3\%-lb. singte bitted han- 
dled axes at $22.75 per dox. 

Automobile Accessories.—A gradual 
improvement is noticed in the demand 
for automobile accessories, though job- 
bers report that it is still far behind 
last year. Some minor changes in 
prices are being received, but as a 
general proposition prices remain at 
levels prevailing for some time past. 


Builders’ Hardware.—Business is 
steadily improving. Building permits 
issued for residences since the first of 
February are 100 per cent higher than 
last year for the same period, and 200 
per cent over 1919. Building permits 
for work of all descriptions since the 
first of February number 140, the 
greatest in a similar period since pre- 
war days. The Cincinnati Building 
Commissioner states that predictions 
of a building boom this spring are 
coming true, and he looks for a big 
year. Prices of all building materials, 
with one or two exceptions, have 
dropped materially since last fall, and 
greater ease in obtaining money from 
banks and building associations has 
stimulated the industry generally. 


Builders’ hardware prices are tend- 
ing downwards. The Russwin line has 
been reduced approximately 10 to 12'; 
per cent since last report. 


Bolts and Nuts.—Further reductions 
have been made in prices of bolts and 
nuts. These amount to practically 122 
per cent. The demand is fair. Pat- 
tern making establishments have been 
good customers recently, and this 1s 
taken to indicate that a revival of 
manufacturing is in sight. 

Jobbers quote: Machine bolts, small sizes, 
50 and 10 off; larger sizes, 45 and 10 off; 
carriage bolts. small sizes, 45 and 1° off ; 
larger sizes, 40 and 10 off; stove bolts, 60 


and 10 off; semi-finished nuts, all sizes, 69 
and 10 off. 


Coal Hods.—There is nothing new to 
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report. Mild weather has affected the 
sales somewhat, though in the country 
districts hods are moving fairly good. 
No further price changes are noted. 

__ Jobers eet: tse per toe. ; 
japanned funnel hods, 17-in., Sogo per doz. ; 
galvanized open hods, 17-in., $7.50 doz. ; 18 
in., $8.25 doz.; galvanized funnel hods, 17- 
in. $9.25 doz.; 18-in., $10 doz. 

Eaves Trough and Conductor -Pipe.— 
Business in this line is picking up and 
sales during the past two weeks are 
reported as fair. No further price 
changes are reported. 

Jobbers quote: 28-gage, 5-in., lap joint, 
single bead eaves trough, $6.00 per 100 ft.; 
98-gage, 3-in. corrugated conductor pipe, 
$3.79 per 100 ft.; 3-in. corrugated conductor 
elbows, $1.95 per doz. 

Files.—Sales are only fair. Indus- 
trial depression has had a great deal to 
do with the quietness in this line. 
Prices are unchanged. 

Jobbers quote all the best known makes 
at 45 and 5 off list. 

Galvanized Ware.—The recent sharp 

reductions in this line have stimulated 
sales to some extent, particularly in 
wash tubs. 
Galvanized pails, 10-qt., 
$2.95 doz.; 12-qt., $3.25 doz.: 14-qt., $3.60 
doz.; 16-qt., $4.40 doz.; galvanized tubs, 
No. 0, $6.75 doz.; No. 1, $8.30 doz.; No. 2, 
$9.35 doz.; No. 3, $10.85 doz. 

Glass.—There has been a reduction 
of approximately 75 per cent in the 
price of plate glass since last fall. 
Window glass, however, remains firm as 
to price, being quoted at the same level 
as prevailed last summer. The reduc- 
tion in plate glass is largely a result of 
the withdrawal of the demand from the 
automobile industry. No prospects of 
a decline in window glass prices is in 
sight for a long time. The wage scale 
for this year remains at the same level 
as last year, and prices of natural gas 
show no indication of coming down. 
Labor and fuel comprise the greater 
bulk of the manufacturing costs, and 
with these at the old levels, jobbers 
cannot see any declines in price. Com- 
petition from foreign makers is ex- 
pected to develop in the coast cities, 
but it is pointed out that in this terri- 
tory, transportation costs preclude any 
competition from this source. It is 
said that only about one-fifth of the 
window glass factories of the country 
are operating at the present time. 
This is due to the shortage of natural 
gas, which is almost entirely used for 
fuel purposes. Jobbers report that 
stocks at present are in good shape to 
take care of the demand, but that a 
heavy building boom would tax the ca- 
pacity of the glass factories of the 
country to take care of it. 


Lace Leather.—Manufacturers of lace 
leather have reduced their prices and 
local jobbers have revised theirs ac- 
cordingly. 


Jobbers now quote lace leather at 60 and 


orm, 

Ladders.—Reductions of approxi- 
mately 10 per cent have been made in 
the prices of all ladders, and jobbers’ 
quotations have been revised. Long, 
extension and step ladders are now 


quoted at 5le. per foot. 
Lanterns.—There is nothing new to 


Jobbers quote: 
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report, business still being fair. Not 
much improvement is noticed in ship- 
ments, and some reports are current 
that a slight advance would be made 
in some makes. Jobbers, however, con- 
tinue to quote: 

No. 2 Cold Blast, $11.00 per doz.; Little 
Wizard, $12.00 per doz.; Blizzard No. 2, 
$12.25 per doz.; Buckeye Dash, $14.25 per 
doz.: Monarch Tin, $9.00 per doz.; Eureka 
Driving, $19.00 per doz. 

Nails.—A reduction of $1.00 a. keg 
has been put into effect on cut nails, 
since last report. Other prices remain 
stationary. The demand is _ fair, 
though indications point to good busi- 
ness from now on. Local warehouses 
report stocks in good shape to meet 
the demands of the trade. 

Jobbers quote: Wire nails, $4.00 per keg 
base: cement coated nails, $3.50 per keg 
base; cut nails, $6.00 per keg base. 

Rivets.—A reduction of approximate- 
ly 10 per cent has been made on rivets 
since last report, and jobbers are now 
quoting 50 and 10 off list. 


Rope.—Further reductions in the 
price of rope have been made since last 
report, and jobbers are now quoting: 
%-in., 20144c. per Ib.; 
sisal, 15c. lb. 

Sash Cord.—The sash cord market 
seems to have stiffened up a bit since 
last report. At least one jobber, who 
had been quoting very low prices to 
move his stock, advanced his prices 3c. 
a lb. Current quotations in this dis- 
trict appear now to be 35c. a Ib. 


Sash Weights.—Some interest is be- 
ing shown in sash weights. Last year 
at this time it was almost impossible 
to secure shipments, but the supply is 
better now, though quite a number of 
foundries are closed down owing to a 
disagreement over wages. Prices re- 
main at previous levels, jobbers quot- 
ing sash weights at $3.00 per 100 lbs. 


Manila rope, %-in., 


20%c. per Ib.; 


Screws.—Sales have been fair recent- 
ly, particularly wood screws. Stocks 
are in good shape to meet the demands 
of the trade. Price reductions are 
noted since last report, amounting to 
approximately 10 per cent. 


Jobbers quote: Machine screws, 60 and 
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10 off: cap and set screws, 50 and 10 off; 
wood screws, 70 and 20 off. 

Stoves.—The mild weather has had 
a depressing effect on the sale of stoves, 
though heaters have been in fair de- 
mand. It is rumored in the trade that 
there may be an advance in stove prices 
before many months have passed. No 
verification of this can be had right 
now, as wage scales have not been 
determined for the next year, and will 
not be taken up again with the molders 
union until the second week of April. 

Water Heaters.—A reduction of 10 
per cent has been made in the price of 
water heaters, effective immediately. 

Wrought Goods.—Staples, hasps, etc., 
have been reduced approximately 10 
per cent since last report. Jobbers’ 
quotations have been revised accord- 
ingly. 

Wrought Washers.—Further reduc- 
tions in the price of wrought washers 
have been made. The _ reduction 
amounts in some cases to as much as 
$3.00 a hundred’ pounds. %-in. 
wrought washers are now quoted at 
$5.75 per 100 Ibs. 

Wire Goods.—Jobbers report busi- 
ness satisfactory. The season has not 
opened up as yet, but the indications 
point to a fairly good season. Stocks 
are in good shape to meet customers’ 
demands. Some minor changes have 
been made in prices, but these are so 
insignificant as to be almost negligible. 

Cutlery —Advances have been made 
in the prices of cutlery since last re- 
port. Approximately 10 to 124% per 
cent has been added to the selling prices 
of pocket knives, carving sets, and table 
cutlery. 

Torches.—Drastic reductions in the 
price of gasoline torches have been fol- 
lowed, as in the case of roofing papers, 
by one manufacturer advancing his 
prices 10 per cent. This was said to 
be necessary following a checking up 
of the manufacturers’ production costs, 
which showed that selling at the prices 
recently in effect was merely swapping 
dollars with the jobber. It is antici- 
pated that other manufacturers will 
follow suit. 


TWIN CITIES 


Minneapolis, Minn., 
Feb. 7, 1921. 
‘= general, hardware conditions re- 
I main about the same as for several 
weeks past, although as is customary 
at this time, the jobbers’ sales are 
gradually improving. 

There appears to be a gradual im- 
provement in general business con- 
ditions. The Northwestern Automobile 
Show and Building Trades exhibit being 
held this week, is expected to materi- 
ally stimulate business in this terri- 
tory. 

Builders’ Hardware.—Indications are 
that there will be a material improve- 
ment in building conditions as the 
spring season opens. Contractors re- 
port many requests for figures, but 
actual contracts slow in developing. 


Automobile Accessories.—While sales 
are slow just at this time, dealers 
should have on hand a normal supply 
of accessories and necessities for the 
early spring season. There appears no 
reason to doubt that business in this 
line will be up to the usual volume. 


Brads.—Sales, from jobbers’ stand- 
point, show a gradual improvement. 
Price shows no change. 

We quote from local jobbers’ stocks: 75 
per cent from standard lists. 

Bolts.—While actual sales show very 
little improvement, many more inquiries 
are being required for quotations on 
large quantities for factory shipment. 
The decline reported as coming has 
been put into effect. 

We local jobbers’ stocks 


quote from 
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Small carriage bolts, 40 per cent; large 
carriage bo.ts, 35 per cent; small machine 
bolts, 50 per cent; large machine bolts, 45 
per cent; stove bolts, 65-5 per cent; lag 
screws, 50-5 per cent. 

Churns.—A fair amount of business 
is being handled, and this will no doubt 
improve as the season opens. Prices 
remain firm, 

We quote from local jobbers’ stocks: 
Belle churns at 45 per cent from standard 
lists. 

Eaves Trough, Conductor Pipe and 
Elbows.—Jobbers’ sales are improving. 
Retail sales will not develop until the 
spring season opens. Prices remain 
as last quoted. 

We quote from local jobbers’ stocks: 
Eaves troughs, 28-ga., 5-in. lap joint, single 
bead, $6.82 per 100 ft.; conductor pipe, 28- 
ga., corrugated, 3-in., $6.93 per 100 ft. El- 
bows, 3-in., corrugated, $1.94 per doz. 

Files.— Demand_ continues light. 
While many other items of steel have 
declined in price, no change has as yet 
been made on files. 

We quote from local jobbers’ stocks: 
Riverside files, 50-10 per cent.; Nicholson 
files, 45-5 per cent. 

Galvanized Ware.—Market continues 
dull with plentiful stocks on hand. 
Prices show no further change. 


We quote from local jobbers’ stocks: 
Standard No. 1 galvanized tubs, $9.60 per 
doz.; Standard No. 2, $10.80 per doz.; 
Standard No. 3, $13.20 per doz.; heavy gal- 
vanized No. 1, $23 per doz.; heavy No. 2, 
$25.50 per doz.; heavy No. 3, $28.50 per doz.; 
Standard 10-qt., galvanized pails, $3.15 per 
doz.; Standard 12-qt., $3.60 per doz.; Stand- 
ard 14-qt., $4.50 per doz.; Standard 16-qt., 
stock, $7.20 per doz.; Standard 18-qt., stock, 
$8.35 per doz. 

Hose.—There is no retail demand, but 
dealers who did not provide for their 
needs last fall are placing orders for 
spring shipment. 


We quote from local jobbers’ stocks: 
Competition, %-in., 3-ply, 10c. per ft.; 5- 
ply, rubber, %-in., 14c. per ft.; %-in., cot- 
ton, 13%4c. per ft. 


Ice Cream Freezers.—A small amount 
of spring orders are being received by 
the jobbers. Retail sales are, of course, 
practically nothing. Prices as _ last 
quoted. 

We quote from local jobbers’ stocks: 
{-qt. White Mountain, $5.78 each; 8-qt. 
White Mountain, $9.45 each. 

Lawn Mowers.—Dealers should make 
arrangements for a normal spring de- 
mand, Prices remain practically the 
same as last season, and in as much as 
factories had most of this seasons re- 
quirements made up before the price 
declines, it is doubtful if any material 
price changes will be made this season. 

We quote from local jobbers’ stocks: 
Philadelphia lawn mowers, styles C, E 
and K, at 25 per cent from list. Riverside, 
ball-bearing, at $9.50 each. 

Milk Cans.—Jobbers report demand 
improving, although sales are not 
heavy. Prices as last quoted. 

We quote from local jobbers’ stocks: 
Railroad milk cans, 5-gal., $3.50 each; 8-. 
gal., $4.40 each; 10-gal., $4.60 each. 

Nails.—Demand is very light. Job- 
bers’ stocks are in good condition. 
Prices remain firm. 


We quote from local jobbers stocks: 
sright wire nails, $4.50 base; cement coated 
nails, $4.10 base per keg. 


Paper.—Sales continue light as very 
little building is being done. Conditions 
are expected to improve as the spring 
season opens. No price changes. 

We quote from local jobbers stocks: 
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F.o.b., Barrett’s No. 2 tarred felt, $4.15 per 
cwt.; Barrett’s threaded felt, 500-ft. rolls, 
$2.08 per roll; Slater’s felt, $1.39 per roll; 
No. 20 red rosin, 75c. per roll; No. 25 red 
rosin, 85c. per roll; No. 30 red rosin, $1 per 
roll. 

Planters.—As in other lines, sales are 
of fair volume only. Prices remain 
firm. 

We quote from local jobbers’ stocks: 
Acme potato planters and corn planters, 
$11.25 each. 

Poultry Netting.—Jobbers report a 
fair volume of spring business. It is 
too early in the season to expect retail 
sales. Prices as last quoted. 

We quote from local jobbers’ stocks: 
Hexagon poultry neeting, 40-10 per cent 
from standard lists. 


Rope.-—_Demand continues light. The 
recent price reductions should stimulate 
business. 

We quote from local jobbers’ stocks: 
Co'umbian manila rope at 21\4c. per Ib. 
base; Columbian sisal rope at 164c. per Ib. 
base. 

Sandpaper.—The same general con- 
dition affecting other commodities is 
keeping sales of sandpaper at a low 
point. No further price changes. 


We quote from local jobbers’ stocks: 
3est grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 Garnet 
paper at $15 per ream. 

Sash Cord.—Sales of cord are nat- 
urally affected by general building con- 
ditions and sales are light. Prices have 
been reduced to about as low a point 
as is expected this season. 

We quote from local jobbers’ stocks: 
Silker Lake No. 8 at 65c. per Ib.; ordinary 
braided cotton, No. 8, at 38c. per Ib. 

Sash Weights.—Sales are improving 
along with other lines, although of 
small volume. 

We quote from local jobbers’ stocks: 
$4 per cwt. 

Screen Doors and Windows.—Dealers 
are now placing their spring orders 
with the jobber. Prices remain as 
quoted. 

We quote from local jobbers’ stocks: 
Common screen doors, 2-8 x 6-8, at $29.40 
per doz.; fancy doors, same size, $34.80 
per doz.; Sherwood adjustable, 24-in. win- 
dow screens, at $9 per doz.; Wabash ex- 
tension at $7.70 per doz. 

Screws.—Sales are improying gradu- 
ally, and a normal volume of spring 
business is expected. Jobbers’ stocks 
are in good condition. 

We quote from local jobbers’ stocks: 
Flat-head bright screws, 70-10 per cent; 
round-head blued screws, 67%-5 per cent; 
flat-head japanned screws, 62%-5 per cent; 
flat-head brass screws, 5 per cent; 
round-head brass screws, 4 per cent; 
iron machine screws, 60 per cent; brass ma- 
chine screws, 40 per cent. 


Solder.—Sales remain dull as for 
some time past. There has been a 
further decline in price. 

We quote from local jobbers’ stocks: 
Half-and-half so'der, 26¢e,: per Ib. 

Steel Sheet.—Business continues dull, 
although showing slight improvement 
along with general conditions. 

We quote from local jobbers’ stocks: 
28-ga. black sheets, $6.10 per cwt.; 28-ga. 
galvanized sheets, $7.45 per cwt. 

Tacks.—Prices remain as_ last 
quoted. Volume of business being done 
is light. 

We quote from local jobbers’ stocks: 
American cut, 8-0z., per doz. 82c.; tinned 
carpet, 8-oz., 85c. per doz.; blued carpet, 
S-oz., per doz., 76c.; double-pointed, 11-o0z., 
3914c, per doz. 

Wheelbarrows. — Business on __ this 
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item shows somewhat of an improve. 
ment. Prices remain as last quoted, 

We quote from local jobbers’ stocks: 
Fully bolted wood barrows, $42 per doz.: 
No. 1 tubular steel, $7.50 each; No. 1 wood 
garden barrow, $5.75 each. 

Wire Cloth—Most of the jobbers 
have received shipments of wire cloth 
and will no doubt begin shipping spring 
orders within a few weeks. Retail de- 
mand is dead. Prices remain as last 
season, 

We quote from local jobbers’ stocks 
Black 12 x 12 mesh at $2.50 per 100 sq, ft. 
alumina 12 x 12 mesh, at $3 per 100 sq. ft, 

Wire.—Sales of wire remain at a 
low point, but should improve in the 
near future. No price changes. 


We quote from local jobbers’ stocks: 
Barber wire, painted cattle, 80-rod spools 
$3.74; galvanized, $4.30. Painted hog wire, 
$4; galvanized hog wire, $4.58 per spool 
Smooth black No. 9, $4.50 per cwt.; galvan 
ized smooth No. 9, $5.20 per cwt. 





Boston Paint Market 


Office of HARDWARE AGE, 

410 Unity Building, 
Boston, Feb, 12, 1921, 
= the first of the month prac- 
tically all of the manufacturers of 
mixed paints have reduced prices 60c. 
per gallon, and their action is, of 
course, reflected in local market quota- 
tions. The new prices are based on 
lower manufacturing costs, reductions 
in values of raw materials being the 
prime factor. The cost of labor has 
changed but little. The demand for 
mixed paints is spotty, some of the 
big dealers handling same _ reporting 
almost nothing doing, while others 
manage to keep busy. There are con- 
siderably more inactive than active 
firms. The paint trade is confident, 
however, that business will be good this 
spring, and most of them are putting 
stocks in order to meet demands antic- 
ipated later. 

Brushes.—No change in prices for 
brushes is noted and none is expected, 
according to local paint houses. People 
who have been in the wholesale paint 
business many years say that prices on 
brushes seldom, if ever, decline, and it 
is because of this fact that no lowering 
of quotations is anticipated at this time. 

Dry Colors.—Nothing of special in- 
terest has transpired of late in this 
branch of the paint business. The 
tendency of the market is downward. 


Glue—Ground glue is _ cheaper. 
Some of the important paint houses 
are quoting 18c. and others 15c. per |b. 
as contrasted with 22c. only a short 
time ago. Quotations on other kinds 
are unchanged. Jobbing prices follow: 

Glue, ground, 15¢c. to 18c. per Ib.; plate, 
30c, per Ib.; clear bonnet, 37c. per Ib 

Lead.—The downward tendency of 
mixed paint prices has created a slight- 
ly larger demand for lead inasmuch as 
some painters much prefer to mix their 
own paint when prices allow them to 
do so at profit. Linseed oil is now 
nearing the point where the painter 
‘an mix his paints advantageously. 
Prices on lead, therefore, have steadied, 
and there is nothing which indicates 




















February 17, 1921 


Paint Material Prices as Quoted in New York—February 
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ack, Ivory 








Animal, Fish and Vege- P 'e ao 2 , 
table Oils— _ gal. poe. $1.90@2.30 Diamond I...... 90@ .95 Lampblack ........-+.12 @40 
Linseed, Raw, carload Neatsfoot, Prime ..... -3@ — Fine Orange .......... .65@ .68 Blue, Chinese .........60 @ 
Di MO Ra eins Card $ .68@ — Palm, Lagos, in casks, — aie * ‘ re ; 
City, 5-bbl. lots, gal.... .72@ — Ge Ge Ue ert anceccnen 7%@ — A. ©. Garnet ........ 57@ .60 Blue, Prussian ..... 2 o= 
, ane te . Soya Bean, bbl. Ib....... 7% @S8 Button Cec ececcccsces nominal Blue, Soluble .........65 @— 
Out- pein ee . lots an Ce WO ccccncecaaes nominal Blue, Ultramarine -15 @40 
nd over, gal........ 68 ; T. N. iss yao i Ry 
Boiled, 2¢ per gal. advance on Raw. Miscellaneous z rt a eistceatae —aae «os passes American, Burat 84@ 4 
tard, prime, winter, edible Barytes: » Te Ge. eaancecevee 1.00@1.10 Brown, Sienna, Ital 
in bbls., "per gal 1.40@1.45 Prime, White, ton.........30@40 Bone Dry .... . 68@ .7v Burnt and Powdered 7 @15 
; ee 20@25 White and Red Lead, Ete. Turkey, Umber ...... 5 @6 
Cotton seed, Chalk, precipitate, per Ib...5@5% Cents per Ib Brown, Raw Lum 6 @7 
Bleachable ..-.++++++- ae Heavy, per Ib........... 4% @4% White Lead, Dry @ 8% Green, Chron 37 @5T 
Fellow Summer, Prime, se — China, Clay, domestic In Oils .10%@ — Paris Green, Bulk — a 
M. secnceceseesosess *s : powdered, per ton......... coeee Red Lead, Dry 9%@ 9% pO peer ...82 @33 
Tallow, acidless, gal... .78@ .82 Imported, powdered, per ton....35 et MME Se 1%@ — Red ere No. 10, vate 
ul conedevtscenteectnn 
Menbaden Whiting, per 100 Ib.: ;, r : 5.00@5.1 
Te 20@ .82 Commercial ne Se 1.40@1.50 Zine n fan Red, Standard «ee @16 
Light pressed, gal..... Po eee eee 1.40@1.50 Oxide, Selected, per Ib. 94@— — cig dala <a 
Bleached Winter, gal... .48@ .50 Oe. WRN. oc ciéceccccc: 1.50@1.60 eG GE cccudcucsiees 10 @10% — an Bes . sre @30 
\ Litharge, casks, per Ib.. 8%@9 Green Seal ........--- 11 @11% Para Pure -2.00@2.10 
Cocoanut, Ceylon, bbli., “ Ce ee 12% @12% Commercial ; 20 @30 
N. ¥ t 11% @12 Glues . , 
) . per 1b..... o* 2@ie ; a Dry Colors Vermilion, English .1.00@— 
Cod, Domestic, Prime.. .50@ .55 Pioh, gal. cccccccccces 1.40@1.80 Per Ib Natural Red Oxide 4 @5 
Newfoundland, in bbl.. .55@ .60 Bone, ID. ws eeeeeeeeeeeees 28@ — Black, Carbon Gas....12 @3 Yellow, Chrome 25 @— 
Corn, Refined, bbl., Ib. .10%@ .11 Spirits of Turpentine Black, Bone ......... 5%@10 Ochre, French . .4 @ 5% 
oh 2 

Crude, bbl., per Ib..... 8%@ 9 Per gal. yard.... 60 @ BineR, Drep .ccccces 8 @15 Domestic P 30 @50 
——— mo oo * - 
they will change within the immediate market generally is described as soft. that prices may take a further decline. 


future. 
Based quotations on lead, in 12%, 25, 50 


and 100-lb. kegs follow (figures in cents): 
12% Ib 25-50 Ib. 100 Ib. 
White, oil.... 13% 13% 13 
White, dry.. 13% 13% 13 
Red, oil 1414 14 13% 
ted, dry 13% 13% 13 


Oils, Ete.—Many price changes are 
reported in this branch of the paint 
market. Both linseed oil and turpen- 
tine are well under the -1 mark and the 
market is reported as barely steady. 
Denatured alcohol is all of 4c. per gal- 
lon cheaper, and indications are it will 
go still lower within a week or so. 
Wood alcohol is down 5c., neatsfoot oil 
20c., lard oil 20c., gasoline, benzine and 
kerosene 1c. per gallon each. 


Local jobbers’ prices on oils, etc., per 
gallon, follow: 

ils Alcohols, et 

astor ...$1.30 Denatured .. . $0.69 
( nder race ee Weed . p 1.45 
Lard ..+» 1.50 Gasoline 36-.3 
Linseed . .96 Benzine we -86-.39 
Neatsfoot . 1.65 Turpentine . SY 


S).ellac—The market on_ shellac 
gums continues to work downward, it 
being about 10c. per pound cheaper 
than it was during the latter part of 
January. General opinion here is that 
further reductions in quotations are in 
order and naturally nobody is buying 
any more stock than absolutely obliged. 


We quote from jobbers’ stocks Shellac 
gu light orange, $1 per Ib ordinary 
orange, 80c.; white bleached, 90 

Sundries—In common with com- 


modities in general, the tendency of 
prices on the various sundries handled 
by the paint trade is toward a lower 
level. A further cut has been made in 
the market for commercial putty, and 
oxalic acid is all of 10c. per pound 
lower. 


Putty (best), in 125-lb. drums, 8c. per 
lb.; commercial putty (in drums), 6c.: paint 
removers, $2.50 list; oxalic acid, 35c. per Ib 


Waxes.—Comparatively little call is 
noted for waxes, and there has been 
some accumulation of stocks as a re- 
sult since the first of the year. No 
changes in prices have been made since 
last reports, yet the undertone of the 





Floor waxes, 45c. to 50c. per lb.; paraffin 
waxes (in cakes), 10c. lb.; parawax (in Ib. 
cakes), 1544c.; best beeswax, 55c. per cake. 


Varnishes.—The reduction of 50c. per 


gallon in local prices on_ shellac 
varnishes noted in the last Boston 
letter has been followed by another 
similar decline. On other kinds of 


varnish there has been a drop of 50c. 
to $1 a gallon, the largest markdown 
coming in the better grades. Shellac 
varnishes are now $2 to $2.50 per gal- 
lon cheaper than they were a few 
months ago. The demand for varnishes 


is spotty, with the aggregate sales 
running well behind those of a year 


ago at. this time. 


Cincinnati Paint 


Market 


Office of Ha W AGI 
604 Mercantile Libr Bldg., 
Cir r t ) 
| OCAL retail paint stores report 
4 business as very good, with pros- 
pects for a very heavy sprig trade 
better than even last year. A _ local 


retailer reports that his sales since the 
first of January are running an 
average of 60 per cent weekly over the 
corresponding period of last He 
accounts for a part of this by the fact 
that a great number of people, work- 
ing short time, are taking advantage of 
the opportunity to paint up their prop- 
erties in their spare time. Dealers are 
encouraging this spirit by every means 
possible, and are confident that the bal- 
ance of the year will see sales running 
ahead of last year. 


on 


year. 


Mixed Paints.—Mixed paints have 
dropped about twenty per cent in price 
in the local market since the first of 
the year, a reduction of 60c. a gallon 
having gone into effect during the past 
two weeks. Jobbers report that busi- 
ness is looking up very nicely in mixed 
paints, though there is a tendency on 
the part of dealers to keep their orders 
down to a minimum, in the expectation 





Dealers are depending on jobbers to 
keep them supplied, and are not stock- 
ing their shelves as heavily as in the 


past. 

Jobbers quote the best grades of mixed 
house paints as follow Qt. cans, 83c. to 
aT gal in $3 t 50 On the popu 

ireg des, the best sellers, quotations range 
fror Tie to &82«¢ for the quart size, to 
$2.7( $2.95 for the gallon sizes 


Brushes.—According to reports there 
appears to be a prospect of a shortage 
of brushes this year. One jobber re- 
ports that he is having some difficulty 
in getting his orders filled by manufac- 
turers. In addition to a scarcity of 
hair, wood handles and ferrules are 
hard to get, and prices consequently 
have an upward tendency. It would 
not be surprising, according to this 


jobber, if an increase were made in the 


prices of all kinds of paint brushes. 
Oils.—Prices are more or less weal 
in oils, as the supply exceeds the de 


mand. There is only a fair demand. 

Jobbers quote: Linseed « v, in single 

ngle barrels, $1.10 per g ire 

oho » per zg 

Lead.—Prices fluctuate to some « 
tent, but those current at this date are 
as 10 ws 

Wt , 

( De 

Putty —Commercial putty, in 100 
500 |b. kits, is quoted by most jobbers 
at 5c. per lb. 

Removers.—There is a good demand 
for varnish and paint removers. Prices 


are unchanged from those previously 
prevailing, and 
grades at $2.50 per gallon, with a dis- 
count of 25 and 10 for case lots of 12 


jobbers quote best 





gallons. 

Varnishes.—Prices of varnishes are 
very firm, with the demand reported 
good. 

Jobbers quote Architectural varnishe 
$4.33 per gal graining materials, $3.20 
per gal auto and carriage colors $1.19 
per qt white enamels, $6 per ga 


ee ee 
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Twin Cities Paint Market 
Office of HARDWARE AGE, 
Minneapolis, Minn., 
Feb. 8, 1921. 

Jobbers report a nice volume being 
shipped out to country dealers in prep- 
aration for a good spring business. 
Prices have declined substantially from 
last season’s prices. 

Paint.—As above stated, most of the 
sales are made for spring business. Re- 
tail sales are at a very low point. 

We quote from local jobbers stocks: 
First grade house paint, $3 per gal.; sec- 
ond grade house paint, $2.25 per gal. 

Turpentine.—Sales are only fair. It 
will be noted price is much lower than 
last season. 

We quote from local jobbers stocks: 
Turpentine in barrel lots, 95c. per gal. 

Linseed Oil.—Sales are not as active 
as the paint line. Price is way below 
last season. 


We quote from local jobbers stocks: 
In barrei lots: Raw, 86c.; boiled, 88e. per 
gal. 

Shellac.—Prices are somewhat lower 





than last season. No large volume of 
business as yet. 


We quote from local jobbers stocks: 
In l-gal. cans, case lots: Orange shellac, 
$3.75 per gal.; white shellac, $4 per gal. 


Alcohol.—The price on alcohol had a 
gradual decline during the entire win- 
ter season, due, no doubt, to weather 
conditions. 

We quote from local jobbers’ stocks: 
In barrel lots, 75c. per gal. 

White Lead.—Shipment of spring or- 
ders are being made, but very little new 
business is developing. 

We quote from local jobbers’ stocks: 


$15.61 per ewt. 


Comprehensive Survey 


(Continued from page 69) 
Farming Tools 
We can offer you no encouragement 
for lower prices for 1921. The line is 
well established. The manufacturers 


have about all the business they can 
take care of, and there will be no change 


this season. 
Ice Cream Freezers 


On this line also prices have been 
fixed. You need not look for any lower 
quotations for the first six months. 

Wooden Ware 

It is not possible to promise any lower 
price on stepladders for this season. 
Lawn swings, however, have during the 
past month been reduced in price, but 
they still remain at practically the same 
figures as ruled early last year. 


Scythes and Skates 


There is no prospect of any lower 
prices for this season. 
Roller Skates 
We believe that with the recent re- 
visions prices are now favorable and 
you are safe in buying. 
Ice Skates 


In all probability lower grades of 
skates will be reduced in price. On the 
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higher grades, however, we do not an- 
ticipate much if any change. 
Handles 

For farming tools, also axe, pick, 
sledge, etc. You can get plenty of low- 
grade timber, but high-grade handles 
are still hard to get. 

_The present scale of prices will con- 
tinue for some time. 


Show Card Writing 

(Continued from page 71) 
that most beginners make in their 
first attempt at lettering is to be 
too careful and cautious. Do not 
use good paper or cardboard until 
you are more sure of yourself. Old 
newspapers cost nothing and are 
ideal for practice work, having the 
column lines already there, and 
there are always one or two pages 
which are more or less free from 
heavy face type. 

If your downward strokes have a 
tendency to lean to the left keep on 
trying to straighten each stroke as 
you go along and you will find that 
practice will be all you will need— 
providing you have procured an up- 
to-date outfit of brushes, pens and 
show card inks. HARDWARE AGE 
will be glad to supply the names of 
firms who sell show card supplies 
to anyone writing care of this de- 
partment. 


Banner Convention 

(Continued from page 58) 
ware Mutual Insurance, he said: 
“There is absolutely no safer insur- 
ance in existence.” In closing Mr. 
Jones declared that in the future he 
would turn all commissions for in- 
surance into the Association treas- 
ury, accepting only a fixed salary for 
his services. As, according to agree- 
ment, Mr. Jones is entitled to this 
commission on initial policies, his de- 
cision was roundly applauded. 

At this time President Snowden, 
who had been ill and unable to attend 
the sessions, walked in unannounced 
and was given an ovation. He spoke 
briefly, thanking the members for 
their support, and advised the Asso- 
ciation to hold their convention in 
Philadelphia for at least two years 
more. 7 

J. Wardrop, Mt. Carmel, then pre- 
sented Mr. Snowden with a beautiful 
silver mounted ivory gavel. Presi- 
dent Colton, New England Hardware 
Association, also spoke, presenting 
the retiring president with the greet- 
ings of the Association. 


Resolutions Adopted 


The committee on resolutions then 
reported. Among the resolutions 
was one asking the officers of the As- 
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sociation to use their influence for 
the enactment of a law to have the 
lawyer’s fee, or a substitute for the 
same, follow a judgment against 
debtors, with the other costs. 

Another resolution put the Asso- 
ciation on record as favoring the re- 
peal of the mercantile tax law. 

It was further resolved that in the 
next convention two nights be given 
to the addresses of speakers in or- 
der to have more time for Question 
Box, and the plan was adopted of 
grouping the dealers according to the 
size of their respective towns. 

One resolution called for the ap- 
pointment of a committee to investi- 
gate best methods of co-operation and 
profit-sharing between employers and 
employees. 

It was also resolved that the Asso- 
ciation advocate the constant reduc- 
ing of prices by manufacturer to job- 
ber, jobber to retailer and retailer to 
consumer, each passing on the reduc- 
tion as rapidly as possible. 

The resolutions further recom- 
mended that dealers exercise care and 
caution in the selection and purchase 
of merchandise, but that stocks be at 
all times kept sufficiently complete to 
properly serve the public. The As- 
sociation also went on record as urg- 
ing that cancellations be resorted to 
only in case of absolute necessity, and 
that dealers refrain from returning 
to jobbers for credit, without their 
permission, merchandise shipped to 
and accepted by such dealers. 

The by-laws were amended by add- 
ing Section 8 to Article 4 to read: 

No officer or executive member or 
delegate to the National Convention 
shall be eligible to succeed himself to 
the same office without the intermis- 
sion of two or more years. 


The Election 


The following officers were nomi- 
nated and unanimously elected: 

President, Daniel Rinehart, 
Waynesboro, Pa.; vice-president, 
Ernest Johannesen, Baltimore, Md.; 
2nd vice-president, Hugh F. Me- 
Knight, Pittsburgh; 3rd vice-presi- 
dent, W. F. Rockwell, Somerville, 
N. J. 

Executive Committee for two 
years: E. C. Slocum, Ellwood City, 
Pa. 

Executive Committee for three 
years: B. Frank Antrim, Camden, 
N. J., and John A. Ditz, Clarion, Pa. 

Delegates to the National Conven- 
tion: T. O. Jones, Tarentum, Pa., 
and F. H. Goodfellow, Altoona, Pa. 

President Snowden then used his 
new gavel to close the best convention 
ever held by the Pennsylvania and 
Atlantic Seaboard Hardware Associa- 
tion. 
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CKINNEY Anti-Friction 

Butts are again being called 
to the attention of several million 
magazine readers this month. These 
advertisements point to the advan- 
tages of McKinney Hinges for use 
in homes where the appointments 
are selected with care to promote 
harmony. 





McKinney Anti-Friction Butts 
are designed particularly for heavy 
work. Every day on millions of 
doors they are proving their worth 
by work effectively done in silence. 
Other McKinney Hinges and Butts 
have been designed with equal 
thought for the task tobe performed. 
From the smallest to the largest they 
combine true craftsmanship with 
practical everyday usefulness. 


Western Office, State-Lake Bldg., Chicago. 








The Message in March 


McKINNEY MANUFACTURING CO., Pittsburgh 


MCKINNEY» 
Hinges and Butts 


Also manufacturers of McKinney garage and farm building door 
hardware, furniture hardware and McKinney One-Man Trucks 











Dealers should be ready to follow 
up this McKinney advertising with 
sales. The McKinney Manufactur- 
ing Company is ready to help you. 
Send for window and counter dis- 
plays, proofs of the national adver- 


‘tising and the complete campaign 


of general hardware advertisements 
for your local newspapers. 


Establish your store as McKinney 
Headquarters. In all the magazine 
advertising, illustrated booklets on 
both hinges and McKinney Ga- 
rage Door Sets are being offered. 
McKinney Products are becoming 
better known every month. Let your 
customers know you handle the 
McKinney line. A display in your 
window will tell the story and 
bring hinge buyers into your store. 


Export Representation 
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Being Products 


Portable Miniature Washing 
Machine 


It is no longer necessary for Milady 
to wash her silk lingerie in a small 
hand tub. The Washerette, a portable 
miniature washing machine, solves the 
problem in a modern up-to-date labor 
saving way. It is an entirely new 
product made by The In-Vu Mfg. Co., 
840 University Avenue, Rochester, 
N. Y., and weighs but a total of six 
pounds. 

The ease with which it may be car- 
ried from the kitchen sink to the tub 
or wash basin in the bathroom is clearly 
shown in the accompanying illustra- 
tions. The wooden extensions, visible 
in the picture, serve to support the ma- 
chine by suspending it over the kitchen 
sink or bath tub. The hose may be 
attached to any faucet, the clothes 
placed in the cylinder, warm water and 
soap chips added, and all is ready. The 
running water operates a water ratchet, 
causing the cylinder to oscillate, thor- 
oughly washing the clothes inside. It 
is very simple and anyone can readily 











It Is Very Easy to Carry 
The Washerette—Weight 6 Lbs. 


appreciate its advantages for cleaning 
fragile garments that would otherwise 
be done by hand, or left to the mercies 





Placed on the Market by Hardware Manufacturers 


of a commercial laundry or hired 


laundress. 
The Washerette may be used in any 





The Washerette as Used Over the Kitchen 
Sink ‘ 
reom with running water. It is very 
suitable for the young housewife, busi- 
ness girl or college student who is sure 
to have georgette blouses, silk stock- 
ings, fine table napkins, filmy crepe-de- 
chine and muslins, silk underwear and 
silk lingerie to care for, All of these 
pieces are expensive to buy and must 
be washed often and with great care. 
The Washerette will turn them out spot- 
less without the slightest chance of 
ruin. J 
There is absolutely nothirig -to get 
out of order in the mechanical working 
parts of the Washerette and when in 
operation it requires no attention. It 
is well finished in a creamy white or 
battleship gray. 


Coaster That Will Not Tip Over 

Giddap! Whoa! Every red blooded 
child likes to play horse with a dining 
room chair and a pair of home-made 
reins. That is why the kiddies shout 
with glee when Daddy brings home a 





Wester pony, which is a non-tippable 
coaster and exerciser with a horse head 
at the front. It is made by the Wester 
Mfg. Co., Boone, Iowa, and is very sub- 
stantial. 

It is built to stand the hard useage 
that any healthy child will give it. The 
Wester Pony has four hard maple 
wheels, with a wheelbase of 24 inches, 
both front and rear wheels being 15 
inches apart. It is the fourth wheel 
and the design that eliminates the 
dangerous tipping fault said to be found 
on some three wheeled juvenile vehicles, 

It is not a foot propelled vehicle that 
will cause mother to worry over the 
high cost of shoe leather. The motion 
to make the Wester pony go is similar 
to rowing a boat and is equally as good 
exercise without the strain. The child 
places his feet on the front axle and 

















The Wester Pony 


grips the handle bars. The body moves 
back and forth and the coaster goes. 
The more push the child gives it the 
more speed is developed, which is 
pleasing to the child. 

The car is put together with bolts 
and screws for the most part, as only 
one nail is used. The manufacturer 
claims that the car can support a dead 
weight of 300 pounds. All bearings are 
made from solid stamped steel, no cast- 
ings or malleable iron. 

The Wester Pony is attractively 
painted by brush in red and green toy 
enamel, the running gears being in the 
green. The dealer receives this vehicle 
in individual cartons 7 by 7 by 24, 
packed so that it is easily assembled 
upon opening, and always in the best 
of condition. 
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Window Trimmers, Attention! 


Here’s Just What You Want 
for Your Display Window 


ETHE Last WORD.IN 
ARACE-D: 


A simple, striking, compact, 
ready-to-use, attention- getting 
electric flash sign, which never 
fails to elicit the warm commen- 
dation of hardware dealers who 
use it for pushing ‘“Slidetite” Re ARcer for any door that. slides 
Garage Door Hardware. 





The sign is particularly striking at night and will attract people to 
your window from as far as they can see. The variegated colored 
electric flash lights change continually behind a translucent art panel, 
also in full color. 


This phenomenal display sign forms a beautiful window decoration 
that makes a complete display of itself. You can add as you see fit a 
few sets of “Slidetite” hardware, perhaps an open Garage Door Hard- 
ware catalog, one or two of our lithographed art signs and other matter 
_which will make an harmonious atmosphere suited to your business and 
window conditions. 


The electricity required to operate the sign amounts to only a few 
cents a day—not as much as car fare. The sign operates on any elec- 
tric light circuit, either direct current or alternating current. 


We furnish this sign to -R-W 
patrons without cost as a part of 
our co-operative publicity service. 
We will send one to you promptly 


aes on request, with the understanding 
3 LM dui that you may keep it as long as you 
want to display it. 


rH i: 
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(0. 
CHICAGO 


ST.LOUIS , Atmenatiitness UGA, NEW YORK 
LOS ANGELES MINNEAPOLIS 
PHILADELPHIA LONDON, ONT. SAN FRANCISCO 











Interior view 6-door “‘Slidetite’’ equipped garage doorway 
































Tire Lock Has Very Substantial 
Cable 


With tires at the present or at any 
price it behooves the motorist to secure 
the spare tire from theft. Tire thefts 
are becoming more common every day, 
particularly because motorists are care- 
less about the spare tire. The Edstrom 
Machinery Co., Cary, Ill., has placed 














Edstrom Tire Lock in Place 


on the market a tire lock consisting of 
a very substantial wire cable with 
looped ends which may be secured by. 
any type of padlock. The wire is 
strong and very difficult to cut. It is 
covered with a heavy chrome tanned 
waterproof leather warranted to hold 
its shape in all weather. The finish is 
attractive and will not mar the beauty 
of any high class car, but will look 
well. 

The cable is long enough to go around 
two tires or it may be placed twice 
around a single shoe. The covering 
around the cable is guaranteed by the 
manufacturer against slipping. It will 
not wear out quickly, causing the wire 
strands of the cable to mar the painted 
surface of the car’s body. The un- 
pleasant clinking so noticeable with link 
chain lock is entirely eliminated, as the 
wire cable will not cause any rattle. 
This cable could be used around the 
wheel of the car, securing it to the 
spring, as an emergency lock in place 
of the regular car lock. 

A lock is not furnished with the 





cable, but any hardware dealer could 
make up the combination or sell a lock 
as a separate proposition. 


Provides Adequate Lubrication 
to Chassis Springs 


One of the few duties of the motorist 
to his car that is easy to understand is 
the lubrication of the chassis springs, 
on which depends the comfort of riding. 
Though easy to understand, the neces- 
sity of sufficient and proper lubrication 
is seldom appreciated, and if it is the 
fact that it means a dirty job, soiled 
clothes and other discomforts often 
cause continued neglect. The old- 
fashioned lots of greases and dirt on 
the clothes and hands is no longer 
necessary for the G.L.W. spring oilers 
made by the G.L.W. Spring Oiler Co., 
Los Angeles, Cal., offer a release from 
this none too pleasant task. 

This oiler fits like a snap over the top 
leaf of the spring. One side of the 
oiler is hooked over one edge of the 
spring -leaf, then with a hard down- 
ward push the oiler is snapped on. The 
nozzle of the oil can presses down the 
spring covering of the oil hole and the 
reservoir may be filled with lubricating 
oil. As the sides of the oiler lap over 
the edge of the spring, extending to 
the top of the second leaf, the tendency 
of the oil is to trickle downwards, giv- 
ing proper lubrication to the entire 
spring. 

The illustration shows the method of 
application to the spring leaf. <A 

















G. L. W. Oiler in Place 


slightly different model oiler is also 
made by the company for use on the 
spring built on the cantilever style. 

These oilers are said to prevent 
breakage of springs and eliminate 
squeaks. 





A Water Level Indicator for 
Batteries 


A real aid to comfort and confidence 
in car operation is found in the new 
Batometer, manufactured by the 
Hempy-Cooper Mfg. Co., of Kansas 
City, Mo., and distributed by the Fair- 
banks Company of New York. 

The Batometer is a device mounted 


r 

















The Batometer and Attachments 


on the dash of the car, which indicates 
to the driver the level of the electrolyte 
in the storage battery. It can be used 
on any make of battery or car. The 
“Water” scale in the Batometer is con 
nected by flexible wires to lead elec- 
trodes which are built in the regular 
filler caps. These electrodes project 
down into the cells almost to the tops 
of the plates. While the electrolyte is 
sufficiently high the needle points to 
“High.” When it falls below the ends 
of the electrodes the circuit is broken 
and the needle swings over to “Low.” 
The Batometer does not wait until 
damage is done before indicating it, 
for when the needle points to “Low” 
there is still 24 hours to drive to a 
battery service station. 

As an ammeter mounted in the same 
case, the Batometer will replace the 
ammeter or charge-and-discharge indi- 
cator. The Batometer is furnished in 
flush or flanged types with the same 
outside dimensions as the regular 
ammeter or indicator. 
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What tires will sell in a 
buyers’ market? 


A buyers’ market is here in tires. Hardware men with tire departments, 
or who are considering taking ona line of tires, should realize that, in order 
to succeed, they must offer tires of distinctive superiority—tires that embody 
some inducement above and beyond mere good quality. Merely good tires 
and dealers carrying them are confronted with tremendous competitive pres- 
sure as a result of market conditions. From now on tires will have to be sold 
on the basis of distinctive, superior merit to careful and exacting buyers. 


Hardware dealers who are looking for a tire to meet the situation are 
invited to compare Travelers with any other tire on the market. The more 
careful the comparison, the stronger will Travelers’ distinctive points of su- 
periority stand out—for Travelers have all the usual quality features p/us 
the Traveler extra points. 


Write for our proposition to dealers. 


The Traveler Rubber Co., of Bethlehem, U. S. A. 


Factory and Sales Headquarters: Bethlehem, Penna. 


TRAVELER JikE ORDINARY TIRE 
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BisHop, CAL —The Bishop Hardware 
Co., successors to the Bishop Hardware 
& Implement Co., requests catalogs on 
a line of builder’s hardware. 

MILFORD, CONN.—Harrison & Gould, 
Inc., doing both a wholesale and retail 
business, and who opened a new store 
at 149 Bridgeport Avenue a short time 
ago, request catalogs. 

LEWISTON, IpAHO.—Anderson, Bolick 
& Kavanaugh have commenced busi- 
ness here, carrying a complete line of 
hardware, etc. 

Lapp, ILL.—Knaup’s Hardware & Im- 
plement Store, owner of the stock of 
Thomas Cahill, requests catalogs on 
the following: Barn equipment, bath- 
room fixtures, belting and _ packing, 
builders’ hardware, building paper, 
churns, cream separators, crockery and 
glass ware, dairy supplies, dynamite, 
farm implements, flashlights, fishing 
tackle, furnaces, gasoline, gasoline en- 
gines, guns and ammunition, heating 
stoves, heavy hardware, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, pumps, shelf 
hardware, silverware, stoves and 
ranges, tin shop and washing machines. 

SEATON, ILL.—W. C. Gray now owns 
the stock of Amy & Constant. 

VARNA, ILL.—Broaddus & Coe have 
taken over the stock and business of 
H. F. Stoner. 

Gary, IND.—The Broadway Hardware 
Co., 1308 Broadway, has increased its 
capital stock from $10,000 to $150,000. 

GREENFIELD, IND.—The Pickett Hard- 
ware Co. will install a new store front 
with double windows, and add a line 
of sporting goods. 

OssIAN, IND.—Wilson Bros. have 
moved their hardware stock from Yoder. 

LOGAN, IowA.—The Minshall Hard- 
ware & Furniture Co. has disposed of 
its business to Vredenburg-Travis. 

MANILLA, JowaA.—The Hawk’s Hard- 
ware is purchaser of the Sykes hard- 
ware stock. 

DANVILLE, KAN.—C. H. Field has 
commenced business here, dealing in the 
following, on which catalogs are re- 
quested: Automobile accessories, auto- 
mobile tires, barn equipment, builders’ 
hardware, building paper, churns, 
cream separators, crockery and glass- 
ware, cutlery, farm implements, flash- 
lights, fishing tackle, garage hardware, 
guns and ammunition, hammocks and 
tents, harness, heating stoves, heavy 
hardware, home barbers’ supplies, in- 
cubators, kitchen cabinets, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, pumps, shelf hard- 
ware, silverware, sporting goods, stoves 
and ranges, tin shop, toys and games, 
washing machines and wheel toys. 

ERIE, KAN.—D. L. Alderson has suc- 
ceeded to the business of Alderson Bros. 
The firm name will remain unchanged. 

MaGnouia, Ky.—The A. G. Miller 
Co. stock has been damaged by fire. 

LITCHFIELD, MicH.—Mclllwain & 
Breadon have sold their stock to C. E. 
Wolfinger. The new owners request 





catalogs on a general line of hardware. 
DELAVAN, Minn.—A. O. Jensen & 
Son have suffered a fire loss. 
FREEPORT, MINN.—J. Borgerding & 
= are erecting a new store building 
ere. 


Notes of the Retail Hardware Trade 


KASSON, MINN.—-George C. Spries- 
te:isbacn has purchased the stock of R. 
M. Oiseth, and requests catalogs on the 
following lines: Automobile acces- 
sories, automobile tires, barn equip- 
ment, bathroom fixtures, belting and 
packing, cream separators, electrical 
household specialties, electrical supplies 
and equipment, farm implements, pho- 
nographs, shelf hardware and washing 
machines. 

ROYALTON, MINN.—F rank Borash has 
sold his interest in the Stein Imple- 
ment Co. to C. A. Geer, and the name 
of the concern has been changed to 
Stein & Geer. 

WADENA, MINN.—Breher’s Hardware, 
wholesalers and retailers, will erect an 
addition 25 x 45 ft. to the rear of its 
present store building. 

BRECKENRIDGE, Mo.—The H. D. Skin- 
ner Implement Co. has taken over the 
stock of hardware and implements of 
Edward Pulsen. 

CLINTON, Mo.—Stone & Burton have 
_ their stock to the Stone Hardware 

0. 


DENTON, Mont.—The Denton Imple- 
ment Co. has disposed of its stock to 
Roy E. Gilman and Clarence R. Mon- 
son. The firm name will remain un- 
changed and catalogs are requested on 
automobile accessories, automobile 
tires, barn equipment, bathroom fix- 
tures, belting and packing, building 
paper, churns, cream separators, elec- 
trical household specialties, electrical 
supplies and equipment, furnaces, gaso- 
line engines, harness, heating stoves, 
incubators, lubricating oils, mechanics’ 
tools, plumbing department, poultry 
supplies, prepared roofing, pumps, re- 
frigerators, sewing machines, stoves, 
ranges and washing machines. 

CHAPPELL, NEB.—The Western Lum- 
ber & Hardware Co. has bought the 
stock of the Farmers’ Lumber & Hard- 
ware Co. 

HAVELOCK, Nes.—The E. E. Andrews 
stock has been sold. The Fred C. Hall 
Hardware is the purchaser. Cdtalogs 
requested on the following: Automo- 
bile accessories, barn equipment, bath- 
room fixtures, belting and packing, 
bicycles, builders’ hardware. churns, 
cream separators, crockery and glass- 
ware, cutlery, electrical household spe- 
cialties, electrical supplies and equip- 
ment, flashlights, fishing tackle, fur- 
naces, garage hardware, guns and am- 
munition. hammocks and tents, harness, 
heating stoves, heavy hardware, kitchen 
cabinets, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, 
paints, oils, varnishes, plumbing de- 
partment, pumps. refrigerators, sewing 
machines, shelf hardware, silverware, 
sporting goods, stoves and ranges, tin 
shop, washing machines and wheel 
toys. 

JANSEN, NeB.—Reinhold R. Ruhnke 
is the new owner of the stock of John 
A. Thiessen. 

MINDEN, NEB.—Lewis C. T.arson has 
established himself in business here. 
His stock will consist of the following 
items, on which catalogs are requested: 
Barn equipment, bathroom fixtures, 
belting and packing, bicycles, builders’ 
hardware, churns, cream separators, 
cutlery, dairy supplies, dynamite, elec- 
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trical household specialties, flashlights, 
fishing tackle, furnaces, garage hard- 
ware, guns and ammunition, hammocks 
and tents, harness, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, incubators, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poul- 
try supplies, refrigerators, shelf hard- 
ware, silverware, sporting goods, stoves 
and ranges, tin shop, toys, games and 
washing machines. 

ScHuUYLER, NEB.—F. J. Henry is suc- 
cessor to J. H. Holechek. 

BuFFALoO, N. Y.—J. M. Diebold has 
succeeded to the business of W. G. 
Midgley, 352 Grant Street. 


HorRSEHEADS, N. Y.—George W. Rock- 
well has purchased a new building, 
which will be renovated and improved, 
and occupied about April 1 with a com- 
plete stock of hardware, etc. 

BLACKWELL, OKLA.—The Gearhard 
Bros. Hardware Co., 117 North Main 
Street, has increased its capital stock 
from $20,000 to $30,000. 


CHECOTAH, OKLA.—The J. O. Price 
Hardware & Implement Co. has been 
incorporated with a capital stock of 
$5,000 to deal in automobile tires, barn 
equipment, belting and packing, bi- 
cycles, builders’ hardware, building 
paper, churns, cream separators, crock- 
ery and glassware, cutlery, dynamite, 
farm implements, flashlights, fishing 
tackle, gasoline engines, guns and am- 
munition, hammocks and tents, harness, 
heating stoves, heavy hardware, incu- 
bators, kitchen cabinets, kitchen house- 
furnishings, linoleum and oil cloth, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, phonographs, 
prepared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, stoves, ranges 
and washing machines. 


CHEHALIS, WASH.—Power & Wil- 
liams are successors to Frank Everett 
& Co. 

ArcapIA, Wis.— Abts & Michalski 
have succeeded Edward H. Abts. 

Fonp bu Lac, Wis.—The F. E. Clough 
Hardware Co., 745 Wisconsin Avenue, 
requests catalogs on a general line of 
hardware. 

GREEN Bay, Wi1s.—The Johnson-Lally 
Hardware Co. has commenced business 
at 208 N. Adams Street, and requests 
catalogs on bathroom fixtures, builders’ 
hardware, building paper, crockery and 
glassware, cutlery, electrical household 
specialties, flashlights, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, kitchen housefurnishings, me- 
chanics’ tools, paints, oils, varnishes 
and glass, prepared roofing. shelf hard- 
ware, silverware, toys and games, wash- 
ing machines and wheel toys. 

HARTFORD, Wis.—The Roemer Hard- 
ware & Implement Co. is enlarging its 
building and increasing its stock. 

MERRILL, Wis.—A. F. Lueck & Sons 
are purchasers of the stock of the 
Balott & Alpine Hardware Co. 


MuKWoNAGO, Wis.—William Horn 
has taken over the interest of the late 
H. T. Kingston in the hardware busi- 
ness of Kingston & Desmond, and the 
firm name has been changed to Des- 
mond & Horn. 
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The Iron to Sell 





The Help to Sell It 


OWADAYS the dealer who rests on his laurels is al- 
- lowed a long sleep. This is the time when selling is 


selling, not just taking orders. 


The Universal Iron is a pressing and present need of hous« 
wives in your territory. It is nationally advertised and firmly 
entrenched in public confidence. Profit on the “Universal” 
is iarge. It can be counted in real money. Larger still is 
the good opinion of buyers which cannot be count 

counted. 





When you stock the “Universal” you are given ever 
selling. Universal Service is a distinct and definite 
ment functioning for the convenience and benefit of Universal 
Dealers. It offers you Newspaper Ads, Car Cards, Window 
Trim, Folders—all the helpful things to push sales forward 
and upward. 

{rail yourself of Universal Service 

without etint and without delay It 

costa you nothing—it will bring you 

much in sales of Universal § Ifrone 


LANDERS, FRARY & CLARK 
NEW BRITAIN, CT. 
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A Light 
Portable 
Device 
for 
Washing 
Things 
Not to 
Be Trusted 
to 
Laundry 
or 


Laundress 


The In-Vu Manufacturing Co., 


HARDWARE AGE 


Inrropuane L he Washerette 


See Our Exhibit Booth 172 Philadelphia Show 











Washes Georgette blouses, sport shirts, silk stockings, fine 
table napkins, “personal” effects, filmy crepe-de-chines and mus- 
lins, and the quantity of things that go to make up baby’s 
wardrobe. 


The Washerette consumes little water, is reasonable in price 
and appeals to housewives, business girls, college students and 
dwellers in “Two-rooms-and-a-bath” apartments. 


Beautifully finished in a soft, “créamy” white or battleship 
gray, and is a credit to any bathroom. 


Our proposition insures quick sales and good profits. 


Send for particulars. 


Western Office, 615 Plymouth Bldg., Minneapolis, Minn. 
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Can Be 
Instantly 
Attached 
and 
Used in 
Bathroom 
Tub 

or 

Bowl 

or 
Kitchen- 
Sink 


Rochester, N. Y. 











